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May now be obtained in Art Designs 
of great beauty and attractiveness. 
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These exquisite small grand pianos enable the dealer to 
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offer his clientele highly artistic case designs in a sturdy, 


dependable instrument at extremely moderate prices. 
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Why Steinway! The Men Who Started the Creating the Greatest Name 
Known in the Music, Commercial and Industrial World 





HY Steinway! That is not a query, it is but 

a statement of fact. Few really know the 

why, how the why, as it was in the begin- 

ning. It was not the work of six days, but 

was begat in the beginning of music and 

‘arried down to the time when a Steinway 

musical genius took up music as the out- 

pouring of a musical soul and, after learning, that learning 

crealing a knowing that music depended upon tone, we 

might say, produced by vibrations of the voice of a human 

or the tone of a horn, this developing into the construction 

of instruments far exceeding any instrument known and 
this developing into the piano of today. 

When William Steinway was born, the piano already 
had arrived. His father, Henry Engelhard Steinway, was 
a successful piano manufacturer of Seesen, near the city 
of Brunswick, Germany. The birthday of William Stein- 
way was March 5, 1836. William Steinway received the 
usual education extended in that day, but he was unusu- 
ally bright and at the age of fourteen he was proficient 
in English and French as well as in German and displayed 
a remarkable aptitude for music. At fourteen he could 
play the most difficult compositions upon the piano and 
his unerring ear enabled him to tune the instrument per- 
fectly, even for concert use. 


Came to New York in 1849 


Henry Engelhard Steinway was a man of active mind 
and with this, reading, and awake for opportunities, he 
conceived the idea of transferring his business to the New 
World. In 1849 he sent his second son, Charles, to the 
United States to investigate. A favorable report was 
returned. After full consideration, Mr. Steinway removed 
his business and family to New York City, leaving his 
oldest son, C. F. Theodore Steinway, to succeed him in 
business in Seesen. New York was reached June 9, 1850. 

William Steinway, then fourteen years of age, was 
offered by his father the choice of a trade or education as 
a great musician. William Steinway preferred to take 
up the study of the piano and his musical knowledge, 
combined with the training that he afterwards received as 
an apprentice, added to the tonal development of the 
piano of that day. 

On March 5, 1853, William Steinway joined his father 
and his brothers Charles and Henry, in the founding of 
the house of Steinway & Sons. It will thus be seen that 
William Steinway laid the foundation for the great busi- 
ness that now exists in the United States, and it was his 
musical knowledge, combined with the experience gained 
as an artisan in the manufacturing of pianos, that created 
the Steinway tone that has matured from generation to 


generation unto its present wonderful tonal character- 
istics that have become the standard of all pianos in the 
world. 
Built by Hand 

The first pianos built by the Steinways were hand work, 
that is to say, each hammer, each piece of the many that 
go to the making of the action, all the work that appeared 
in the finished piano, was done by hand. It was years 
after this that mechanical ingenuity brought into play the 
making of the many thousands of parts that go toward 
the production of a piano and the creating of an accuracy 
of these many small parts that was impossible through 
the training and work of humans, the creating of a knowl- 
edge in the brain as to what the hand should do to arrive 
at perfect coordination of these many parts. Yet those 
old pianos, as illustrated in the first piano manufactured 
in this country bearing the name Steinway & Sons, show 
the perfection of the work and also give some conception 
of the great amount of time that must have been given to 
the making of each part of the instrument to the end that 
the vibrations of the string and sounding board could be 
controlled through the manipulation of the keyboard and 
‘arrying the force of the blow on the keyboard to the 
strings. With four or five workmen, the Steinways built 
one square piano a week, father and sons taking part as 
artisans in the production. In this work William Stein- 
way made the sounding boards. 


Allied With Music 


These first pianos, bearing the name Steinway & Sons, 
of the square model now extinct, attracted the attention 
of the musicians of the day. It can readily be understood 
that the musical inclinations of William Steinway himself 
brought to him these musicians and there was laid the 
future of the musical side of the Steinway production, 
which kept the Steinway family keyed up to the endeavor 
of maintaining a leading position in the Steinway piano 
and this through association with the best musicians of 
that day and time. The building to the present great name 
of the Steinway piano can readily be understood to be 
based on a musical foundation, and this foundation has 
supported and created not only a production but a reputa- 
tion that is not equalled by any other concern engaged in 
the same business. 

During all these years, every Steinway piano that has 
left the various plants that have built to the present great 
productive proportion, has borne the name Steinway & 
Sons. All the publicity, and there has been much of it, 
has carried the one name, Steinway & Sons. It is an im- 
portant and striking fact that the success of Steinway & 
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Sons put an end completely to the importation of pianos 
to America. And for many years the exportation of 
Steinway & Sons pianos to Europe from this country rep- 
resented 70 per cent. of piano exports. 


The Steinway Blood 


The many honors that have built and created this high 
respect for the name Steinway throughout the world had 
their small beginning, as is shown, but through the won- 
derful leadership of William Steinway and the support 
that was given him by the Steinway family, has brought 
about an organization that today is but representative of 
the years to follow the inception of this move to this coun- 
try on the part of Henry Engelhard Steinway. Always 
has the Steinway been completely in the control of the 
Steinway family. Today this great business, with its 
ramifications throughout the entire world, is controlled 
by Steinways, and every president of the Steinway institu- 
tion has been a Steinway and a direct descendant of Henry 
Engelhard Steinway, thus enabling a consecration of 
Steinway blood in the development of the great business 
that is controlled by the organization of today and, yet, 
all founded on that musical genius that was brought to 
bear in the apprenticeship of William Steinway in his 
decision to become an artisan instead of a musician. 

This same characteristic will be observed in the articles 
that will follow, showing how the various presidents of 
Steinway & Sons have respected the traditions of the 
family by accepting all advancements in mechanical ways 
in the production of instruments, but each and every 
acceptance has been arrived at through the ways and 
means that the Steinways individually through their own 
musical intuition and observances of the scientific rela- 
tions of the vibrations of the piano and its tones, that has 
made the word “Steinway” famous and the most valuable 
known in the music or commercial worlds of today. 

The many honors that have been conferred upon the 
house of Steinway and especially during the lifetime of 
William Steinway have not been equalled, it is believed, 
by any industrial or commercial institution, and its posi- 
tion in the musical world has always received the respect 


which kept pace with the advancement of the piano as the 
history of Steinway & Sons was being created. 

In a booklet recently issued by Steinway & Sons there 
is a prelude which gives the aims and ambitions of the 
Steinway of the day and shows how this development has 
been carried on since the conception of the first Steinway 
tone. 

This booklet says: “Ever since the first piano that 
bore the name of Steinway was made, the business control 
has been in the hands of members of the Steinway family. 

“For four generations these lineal descendants of the 
founder, Henry Engelhard Steinway, have worked and 
studied to improve the construction and tone qualities of 
the Steinway Piano. Through almost three-quarters of a 
century there has been in each generation a sense of pride 
in upholding the reputation of the instrument and the 
name. 

“As each member of the family became of working 
age, he entered the factory and began his practical train- 
ing in piano building. As the years progressed he ad- 

vanced from one position to another, finally taking up the 
highest work that his capabilities permitted. 

“It has been a rule through all these years that a Stein- 
way should be denied no opportunity for advancement 
from apprentice to president, but his rise to power was 
dependent solely upon his ability to do that which was 
necessary to maintain the standard set by his ancestors, 

“There never was a time in the long history of the 
house that the active control was not vested in members of 
the Steinway family, and today it remains under this same 
direction. 

“Those who do not bear the name of Steinway are 
sons of the daughters of the Steinways. 

“It is the fond hope of the present directors that 
the fame of Steinway shall rest on the shoulders of the 
future generations that are born thereby carrying out 
the wish of Henry Engelhard Steinway, that the reputa- 
tion he bequeathed to the name should always remain in 
possession of his children’s children.” 


Starting Steinway Prestige 


Probably the commercial side of the Steinway pianos 
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if 


f the greatest musicians. ; , : : dane 
eae was given its greatest impetus under the efforts of Wil- 


liam Steinway, who gave much attention to civic and 
other matters not pertaining to the Steinway business it- 
self, but much to the musical development of the Stein- 
way piano, for he believed in publicity and that obtained 
through the presentation of the Steinway tone to the 
people throughout the world on the concert stage, being 
played by the greatest pianists of the day and also being 
utilized by the greatest singers and violinists of that 
time. Steinway pianos. were giving out their tonal mes- 
sages upon the concert stage throughout the world. While 
it was a great strain, probably, on the finances of the 
Steinway house, the judgment of William Steinway pre 
vailed in the long run. Today the same careful attention 
is paid to the public work represented the playing of 
the Steinway piano, which is greater in public appear- 
ances than that of all the pianos in America combined, 
for statistics have shown that the Steinway piano appears 
in more concerts throughout the United States and Europe 
than any other make, or probably all makes of concert 
grand pianos now made. 

William Steinway was the fourth child of the five chil- 
dren of Henry Engelhard Steinway. These five children 
were C. F. Theodore Steinway, born 1825; Doretta Stein- 
way, born 1828; Charles Steinway, born 1829; William 
Steinway, born 1836, and Albert Steinway, born 1840. 
William Steinway was the father of William R. Steinway, 
born 1881, and Theodore E. Steinway, born 1883. 
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A Patron of the Arts 


But William Steinway did not confine his abilities 
strictly to the Steinway piano and music, but was always 
a lover and patron of the fine arts. He took an active and 
successful part in public affairs and, being endowed with 
a great physical strength and powers of endurance, also 
possessing a fine presence, a sonorous voice and a phe- 
nomenal memory, he was able to do much good in civic 
affairs. Many of the great physical accomplishments 
today that allow of the movements of the great population 
of New York City had their incentive in William Stein- 
way. It was Mr. Steinway that led in placing the electric 
cab upon the streets of New York. He led in the starting 
of what is today known as the Steinway tunnel. He was 
a leader, as a matter of course, of all things musical in 
New York City. It would take a volume to relate the 
various movements that he was connected with, not only 
in a niusical way but in all other directions, especially 
with the end in view of building to the future of New 
York City. 

All this gives an inkling of the start of Steinway & Sons 
and how the tremendous movements that are credited to 
this name Steinway received their inception. In the next 
issue of the Musica, Courter Extra there will be shown a 
picture of Henry E. Steinway, the second president of 


Steinway & Sons, with some remarks regarding develop- 
= ment of piano tone, led by the Steinway artisans, and 
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GENERAL OFFICES ano WAREROOMS 


1306 CHESTNUT STREET 
PHILADELPHIA, U.S.A. 


Have You A Little Red Rooster 
In Your Organization? 


AID the little red rooster, ‘‘Gosh all hemlock, things are tough. 
Seems that worms are getting scarcer, and I cannot find enough. 
What’s become of all those fat ones is a mystery to me. 
There were thousands through that rainy spell—but now where can they be?”’ 


The old black hen who heard him didn’t grumble nor complain. 

She had gone through lots of dry spells. She had lived through floods of rain. 
So she flew upon the grindstone, and she gave her claws a whet 

As she said: “I’ve never seen the time there weren’t worms to get.” 


She picked out a new and undug spot; the earth was hard and firm. 
The little rooster jeered: ‘‘ ‘New Ground,’ that’s no place for worms.” 
The old black hen just spread her feet; she dug both fast and free. 

‘“‘T must go to the worm,”’ she said; “‘the worm won’t come to me.” 


The rooster vainly spent his day, through habit, by the way, 

Where fat, round worms had passed in squads, back in the rainy days. 
When nightfall found him supperless, he growled in accents rough: 
“I’m hungry as a fowl can be. Conditions sure are tough.” 


He turned then to the old black hen and said: “It’s worse with you, 
For you’re not only hungry, but must be tired too. 

I rested while I watched for worms, so I feel fairly pert; 

But how are you? Without worms too! And after all that work!’’ 


The old black hen hopped on her perch and dropped her eyes in sleep, 
And murmured in a drowsy tone: ‘‘Young man, hear this and weep. 
I'm full of worms and happy, for I’ve dined both long and well; 

The worms are there as always— but I had to dig like Hell.’’ 


Oh here and there red roosters still are holding sales positions; 

They cannot do much in business now because of poor conditions. 

But soon as things get right again, they'll sell a hundred firms. 

Meanwhile the old black hens are digging out and gobbling up fat worms. 
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How to Do It 


some piano men, and road men 


r ] IHERE are 
especially, 


who never will accept reports of 
any manufacturer doing a good business. This is 
best illustrated by the exclamation, “Well, look how 


they do it 2,” following this with a lot of insinuations, 


“knocks” and “It can’t be done and make any money.” 
All this kind of talk does more to injure piano sell- 
ing than anything else, probably. If any manufac- 
turer says he does so and so, if it is good, accept his 
the one who tells the truth or 
But 


he piano by saying he lies—go to 


statements He is 
iunswer to his God for his lies. 
him prove it. Boost all things that 


he piano and try and stop all things 
OOOOoS> 


Piano Quality Quarterly 
N ) doubt many dealers throughout the country 

will be glad to learn that Piano Quality will 
appear in its new form as a quarterly publication in 
MusicaL Courter Extra, on 


connection with the 


January Ist The last printing of 


1920. The 


Piano Quality 


was in conditions that have surrounded 


the manufacturing and selling of pianos since that 
late have been in such a chaotic state that no reliable 
and authoritative publication as to piano names, to- 


gether with the manufacturers of these names, has 


been possible, if previous issues of the book, since 


1905, were held to. The new arrangement of four 


issues. per year will enable the correction of any 


hanges that may occur from time to time as to 


manufacturers and piano names. There is a multi- 


plicity of names that have no information 


plano 


given as to manufacturers. This militates against 


pianos of name value and it is the purpose, in the 
coming compilations, to make plain the origin of 


pianos that can be recommended as of substantial 


assurance through factory guarantees which will 


protect not only the dealers and salesmen in their 
statements, but also the prospective purchasers who 


may be positive as to the origin of pianos offered 


MUSICAL COURIER EXTRA 


to them. Heretofore the price of Piano Quality has 
been $3.00 per copy. The new form of publication 
will be correlated with the MusitcaL Courier Extra, 
in that only subscribers to the MusicaL CourIER 
Extra can obtain the quarterly issues of Piano 
Quality. The price per year of the Musica CourIER 
ExtTRA alone will be $1.00 and if the quarterly issues 
of Piano Quality be desired, the price will be $3.00 
per year. It is not obligatory for any one to sub- 
scribe for both publications. To reiterate, the 
MusicaL Courier Extra is $1.00 per year and if 
the Piano Quality publications are desired, the price 
will be $3.00 per year for both the Musicat CourIER 
Extra and Piano Quality. 


Little Red Rooster 


HERE will be found on page five of this issue 

of the Musica Courter Extra a sunshiny 
boost for the piano business which emanates from 
The 
versatile George Miller may be the one who wrote 
this 
did; he certainly has given us the biggest gob of 


the Lester Piano Company of Philadelphia. 
“Gosh all hemlock” poetical effusion and, if he 
Sunshine for the piano, for this story of the Little 


Red 


that any piano man, no matter what he is doing in the 


Rooster, the Old Black Hen and fat worms, 


field of pianos, can apply to himself and his own 
work. It is one of those encouraging and amusing 
things that combines business with the pleasures of 
life that one can read and then read again, assimilate 
the purpose of the lines and feel better as to himself 
and get up early in the morning to begin the day. 
It is just as hard for the Old Black Hen to dig a 
worm as it is for the piano salesman to dig for piano 
sales, but there is that likening unto the two efforts 
that are worthy. The Little Red Rooster represents 
a lot of men who are standing around and wondering 
why the fat worms don’t crawl up to them, while 
the Black the 
There is a strong similarity as to the con- 


Hen knows better and goes after 
worms. 
ditions that surround the piano business. The Lester 
Piano Company should be thanked for this Shining 
the MusIcaL 


IxTRA gives a full page to this remarkable uplift, 


Gleam of Sunshine and COURIER 


without price, to the Lester Piano Company. Here 
is the secret of the success of this great manufactur- 
ing institution. The Lester Piano Company has 
worked quietly for these many years but it evidently 
has been up early in the morning, digging the fat 
worms, while the Red Roosters have stood around 
talking about why the worms didn’t come to them. 


Begging Hand-Outs 
HENEVER some man with advertising in- 
clinations gets up a scheme that he thinks 

can be put over through the piano associations, the 
trade papers are at once turned to with the demand, 
not request, that free advertising be given this com- 
In the 
past the piano trade papers have been very lenient 


mercial advertising effort to make money. 
in this respect. Any old thing could be put over. 
The Musrcat Courter Extra has declined on sev- 
eral occasions to participate in the efforts of those 
who believe that space in papers is free and costs 
nothing. It costs money to print a paper of any de- 
scription. It costs a great deal of money to print 
the Musica Courter Extra. When a 
received from one of these earnest propagandists to 


letter is 


put over a money-making proposition for themselves, 
they ask the trade papers not only to come to these 
people, view what they have in mind, but they ask 
a great deal of free advertising to put over such a 
money-making scheme. This has grown to be an 
evil in the piano trade, this of course brought about 
by the association idea that piano trade papers are 
published for the glory that comes from them, and 
that is about all that does come through under pres- 


ent circumstances. A recent request that a propa- 
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ganda scheme be investigated by this paper was 
acceded to. The report was that it did not seem to 
be a matter for discussion as far as the Musicat 
CouRIER Extra was concerned and therefore was 
not given space that could be utilized to better ad- 
vantage. This may be a disappointment in certain 
directions, but newspaper men give away more in the 
way of work and ability in what they do themselves, 
to say nothing about the costs of producing a paper 
in which these free articles are printed, than almost 
any class of men in the commercial world. 
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Welte-Mignon Society 

U is expected that within the next sixty days or 

so, that there will come into being in Ohio an 
organization that will be known as the Welte Mignon 
Society of Ohio, and which will be composed of 
those dealers throughout Ohio who sell the Welte 
Mignon reproducing action. Plans for such a so- 
ciety have been in the making for almost a year 
and now, according to official announcement, are 
Articles of are 
to be applied for, and following that the names 
be announced. The 
only information on this point at present is that 
William Heaton, president of the Welte Mignon, 


about completion. incorporation 


of officers and directors will 


will probably be president of 
that 


the Ohio society, 
and one of the large manufacturers using 
the- action will be vice-president and the secre- 
tary-treasurer will be a Cleveland Welte Mignon 
dealer. There will be a salaried assistant secretary 
who will travel in the interests of the society, arrang- 
ing recitals and securing the widest publicity for the 
Welte Mignon. 
the means of fostering good will among the trade 
It is 
planned to have libraries in the three largest cities 


It is felt that the society will be 
and that it will stimulate the dealers’ business. 


in the state, namely: Cleveland, Cincinnati, and Co- 
lumbus, for the dealers’ benefit. Executive offices 
will be located in Cleveland and will be under the 
supervision of the secretary-treasurer. There are 
a large number of dealers throughout Ohio selling 
the Welte Mignon and the society will have a good 


sized membership to start with. 


OOOOS 


Ohio Does Not Choose 

HIO’S long 
National 

itself to wounded pride. 


standing grievance against the 


association seems to have resolved 
The story dates back to an 
occasion when delegates from that body, the largest 
state organization of piano dealers in the country, 
did not receive the consideration which they, perhaps 
justly, felt due to them. The National association 
has made overtures, seeking to bring this powerful 


At the 


recent meeting in Cleveland, President Roberts came 


organization into line, but so far in vain. 
in person to tender the olive branch. No action was 
taken, however, by the Ohio association except to 
appoint a committee to sound out the general senti- 
ment of the members of that organization towards 
becoming an affiliated body of the National associa- 
tion and to report on the same at the mid-year meet- 
ings. Secretary Hyre, whose toes most particularly 
were trod on in the drastic action of long ago, seems 
the leader of the opposition. The casus belli having 
occurred so long ago, it seems as though this should 
be a good time to state the exact grounds on which 
Ohio is making its stand. The past does not matter. 
If there is something offensive to Ohio’s taste in the 
constitution of the National body, or any other 
grounds for objection, why not state them clearly, 
frankly, and without rancour. This would be the 
first step towards ironing out any existing difficul- 
ties. QOhio’s position is rather difficult, especially in 
view of the fact that in one of the resolutions passed 
in the closing session it was stated that “The Music 
Merchants Association of Ohio would continue as in 
the past, to actively cooperate with the National 
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Association of Music Merchants in all its endeavors 
for the good of the music business in America.” If 
Ohio wishes real cooperation it should affiliate, for 
intimate contact is vitally necessary for effective 
Is it possible that Ohio feels that 
all the activities of the National association are not 


working together. 


“for the good of the music business in America,” 
and therefore chooses to retain freedom of action in 
remaining independent? What about it, Secretary 
Hyre? 

—oo0°00o— 


Radio Publicity 


T may have been only a coincidence that the 


Radio World’s Fair occurred during the 
week as the “Greatest Sporting Event of the Cen- 
Be that as it 
may, the broadcasting arrangements for that 


same 


tury,’—the Dempsey-Tunney fight. 
exhi- 
bition brought home forcibly the great utility of the 
radio in receiving early and accurate reports of cur- 
rent events. At any rate, it is safe to say that mil- 
lions of people in the United States lost several 
precious hours of sleep apiece, listening to the radio 
report through the National Broadcasting Company 
chain. These two events naturally had a stimu- 
lating influence on immediate sales. It is but rarely 
that any industry has an opportunity to utilize so 
tremendous an example of national publicity as in 
this case. 


—o000°0— 


100 Years 

HERE are few instances in piano history of to- 

day that bring forth 100 years of active partici- 
pation in the selling of pianos in this country. There 
has just been sent out a beautiful booklet entitled 
the House of Denton, Cottier & 
Daniels, Inc. Memories of 100 years, 1827-1927.” 
There are few men in the piano business of today 
better known than William H. Daniels, head of this 
old house of Denton, Cottier & Daniels, His life’s 
work presents one of the remarkable episodes in 


“Centennial of 


piano history, in that whatever this old house of 
Denton, Cottier & Daniels represents today has been 
built up and expended upon the resources obtained 
through honest piano selling, and this has been the 
Mr. Daniels 
represents the ideal piano man, not only as to his 
knowledge of pianos, but also as to his remarkable 
financial ability, which can be better illustrated in 


basis of capitalization for expansion. 


answering a query that appeared in the MusicaL 
Courier EXTRA in its last issue, as to who was the 
one piano man in the piano business today who paid 
cash for what he bought and that cash derived from 
the intake of cash in the running conduct of his busi- 
ness, this meaning that the cash was obtained through 
the collection department and cash sales and not 
through the borrowing of money with the installment 
paper derived through time sales being utilized as 
collateral or discount. In commemoratior of all this, 
there has been issued this booklet to celebrate the 
centennial of this old Buffalo house. There is given 
a history of the conception of the house up to the 
present day. There is much of musical history per- 
taining to Buffalo and there can be read between the 
lines the feeling that William H. Daniels gives 
credit to Buffalo and its territory for his success and 
those who know and have transacted business with 
Mr. Daniels, have always carried the name of the 
house into the homes of other houses and every 
piano sold, or musical instrument sold, has been 
backed by faithful service and the giving to the pur- 
chaser the advantages of the years of experience of 
this old house. The basis of the success of this old 
house, Mr. Daniels evidently extends to the fact that 
the Steinway piano always has been his leader and 
the fact that he is the oldest Steinway dealer in this 
country brought forth from him at the celebration 
commemoration of the new Steinway Building in 
New York City in 1925, he made this marked ex- 
pression. “Whenever a dealer sells a Steinway 
piano, he makes a loyal friend, and many loyal 
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friends build up a successful business. Loyalty 
breeds loyalty.” Therein lies the basis of success 
as expressed by William H. Daniels himself and it 
all comes down to the one word “loyalty.” The con- 
gratulation of the entire piano trade and industry 
will go out to William H. Daniels in this great event 
and the entire city of Buffalo should take part in this 
momentous musical event. 


—Ooocco— 


Circulations Then and Now 
ECENT changes in piano trade publications 
have brought to light some unusual surprises. 
If all be true that be said, it would seem that some 
piano manufacturers at least would feel that they 
had been taken advantage of. Probably those who 
accepted the statements as to circulation figures will 
feel that they have been taken advantage of, for 
there appears, it is said, some divergence as to fig- 
ures “before and after” that will not only cause a 
dislocation of confidence, but the thought that some 
of the stories now being circulated in public prints 
are no better nor worse than the claims as to cir- 
culation of certain piano trade newspapers. One at 
least, that at one time gave a sworn statement of 
11,000 to 12,000, and held to those 


figures for several years, must have had little respect 


circulation of 


as to piano men generally, and advertisers particu- 
larly, for it now is said that employees that have 
been “laid off’ tell a different story. Just think of 
the circulation figures as then given by the men who 
maintained this high circulation when seeking ad- 
vertising contracts, now “telling the truth” and say- 
ing the real circulation was 3,400. Only one of those 
things that might be a “mistake,” but if one were 
to present a check for $12,000 to a bank to be 
cashed, and be handed $3,400, it would be different. 
It might be said to be stealing or lying, but how 
about the men who have been bilked out of good 
money by this form of second story work? And 
how about at least one paper that told the truth 
and was laughed at for so doing? The answer is, 
the MusrcAL Courter Extra survives, while some 
of those that believed in circulation deception are 
hunting jobs—and not getting them. Dishonesty is 
not profitable. 
—2oooo- 


Fortune Tellers 
HOSE who predict as to the future, especially 


as to business, are no more nor less than 
fortune tellers, and this applies to those who guess 
There are many 
who believe in what fortune tellers say, and do so 


just as blindly as do those who foretell the future. 


without any certain knowledge. 


In business there are those who have made lucky 
guesses, for it is nothing else. There have been 
fortunes made by men who have made lucky guesses 
as to future events, but one man’s guess is about as 
reliable as anothers, it all differs in the way it is 
told. Fancy figures of the past and present are 
given surrounded by arguments that carry conviction 
to the minds who want just such events to happen 
and then acclaim the fortune teller as possessing 
The 


man who predicts good business, and good business 


powers unusual, and beyond understanding. 


follows, is assured of applause, but if bad business 
follows predictions of good business, there is little 
said, for no man really wants to write himself down 
an ass for believeing in fortune telling. One some- 
what blurred prediction recently stated that “with 
the advent of radio, manufacturers are trying to sell 
a stage coach in an automobile era.” This is just 
as reliable as much of the foretelling by those who 
know nothing about what they are talking about. 
The very sentence itself if contradictory, for all 
piano men know the radio and the automobile fill 
distinctly different fields. The automobile and the 
radio may have hurt piano selling, but pianos are a 
kinds, not pianos of tone and name value. The 
piano man knows more about his business than 


7 


fortune tellers, and as the radio finds itself and the 
piano dealer solves the service problem, it becomes 
part of the piano business—for both are musical in- 
struments. The piano never killed the violin or 
any other musical instrument, for all are necessities 
in providing music and the piano is the fundamental 
instrument. The only thing the automobile has 
driven out of commerce is the stage coach and the 
buggy. All this is not fortune telling, but facts, 


000° 


Convention Month 
CTOBER will be a busy month in the lives of 
the midwestern piano dealers, with no less 
than three state dealer associations being scheduled 
that month. 
Wisconsin, Indiana and Illinois dealers, in rapid 


to hold their annual conventions in 


succession, will meet to discover better methods of 
doing business, of increasing sales, swapping lies 
All three of these 
associations are affiliated with the national body. 


and having a good time generally. 


Much good can come from these state association 
meetings, for the same conditions affect the business 
of each of the members and any plan for remedying 
any situation will apply equally to all. 


—_oooo- 
Kiesselhorst, of the Universe 


A. KIESSELHORST, of the 
rived in New York this week accompanied by 


Universe, ar- 


Mrs. Kiesselhorst, after a long visit to Europe and 
other parts of the Continent. “The Boys” are arriv- 
ing, or have arrived on various steamers, headed for 
their colleges. It would be impossible on such short 
notice to give a full report of the ramblings of the 
Kiesselhorst family, for that will take time for 
Kiesselhorst pere to give in full, for each continent 
visited must have its proper sequence in the tales of 
adventure of the man who has made St. Louis, Mo., 
famous as to pianos. It is good to tell the many 
friends of the genial and erudite man with the cheer- 
ful view of life that he is in fine physical condition” 
and that his mental faculties are functioning in their 
usual brilliant manner. Let us look forward to the 
fascinating descriptions of the travels of the globe 
trotters, for few families are as cordial, as sympa- 
thetic and observant as E. A. Kiesselhorst, his wife 
and those beloved and admired sons. 


—Do0oo— 


Mik. Co 


GAIN does the Musicat Courter Exrra print 

the full roster of the officials, committees, etc., 
of the Music Industries Chamber of Commerce. 
This paper is the only publication devoted to the mu- 
sic industries and trade that has as yet done this. For 
several years this has been done, and it has proven 
of value to the members of the Chamber of Com- 
merce and the various unit associations that go to 
make this huge organization and which can be made 
a functioning body of great good when its intents 
and purposes are taken into consideration. This is 
an advertisement given the Chamber of Commerce 
without charge and is intended as a help in arriving 
at results that can but be of lasting value, in that 
with this roster of names and addresses enables the 
writing of letters that should be written, but which, 
in many instances, are not written for lack of in- 
formation as to the proper member to communicate 
with upon any certain subject. The Musicat Covu- 
RIER EXTRA wants to aid the association idea, and 
it is that prompts the giving each year four pages 
of space and a great deal of work in the presenting 
these names with addresses to the organization, in 
a spirit of endeavor to bring into action each one 
whose name is found in this presentation of the 
greatness of the present organization which has 
much to do in obtaining those results the associa- 
tions demand and which the costs should bring. 





.B.B.s and 
Associations 


A™ JUT the only thing the P. A. Starck Piano 
Company can do, in view of what the B. B. B. 
of New York says in a copyrighted circular, is to 
appeal to the Chamber of Commerce, the New York 
piano dealers association, and other associations the 
house belongs to, for protection. The Starck selling 
methods, whatever they may or may not be, have 
been known for years, and if they are wrong, as the 
New York B. B. B. says, and prints the reports of 
“investigators,” or probably “operators” would be a 
better word, it seems as though something might 
The New York B. B. B. has its reports 
copyrighted, thus preventing those who might give 
publicity to them from so doing. Why has not the 
Chamber of Commerce ever taken up the Starck 
that 


be done. 


methods of selling? There are other houses 
do as bad or as well, as the case may be, if we hear 
or read correctly. 

Yet, only last May the Starck company was ad- 
mitted to membership to the Chamber of Commerce, 
and is now, so far as any one can learn, in good 
standing. Why did the New York association not 
take up what the B. B. B. of New York has sent out 
in copyrighted form and not allow all this to get into 
avenues that do damage to the piano? There is a 
large number of piano dealers who do nothing of 
the things the Starck house does or does not do, but 
why can not the piano associations do this house- 
cleaning without pushing such things back of them 
and allowing organizations like the B. B. B.’s that 
know nothing about the piano and its methods or 
systems that place them where they belong, to man- 
handle the fair name and reputation of the “basic 


music instruments ?” 


B. B. B. Muddling 
The Cleveland, Ohio, B. B. B. 
dated June 10, 1927, giving a report regarding the 


sent out a circular 


selling methods of the Schulz Piano Co., heading it, 
“An Experience With the Schulz Now 


there is an association in Ohio, with Tzar Hyre in 


Piano.” 


charge, that should have held open air sessions with 
this Schulz company, set it right or wrong as the re- 
sults might demand, and not let the Cleveland B. B. 
B. muddle it up, all with the best intentions in the 
world, but with no real knowledge of the politics of 
piano selling in hand. (See The Rambler on page 
19 
Words, Words, Words! 

What would a bunch of piano men know about 
the selling of silks at retail, if called into stop the 
silks resort 
to in the inducing women to purchase? B. B. B.’s 
have tried to do it, as also in silk stockings, but 
When the St. Louis B. B. B. at- 
“straighten out” piano selling some time 


many shifts the retail houses that sell 


without success 
tempted to 
ago, and made such a rumpus that the piano men of 
that city lost hundreds of sales by having their at- 
tention taken from piano selling to piano politics, the 
general manager of the St. Louis B. B. B. gave the 
Starck methods a high commendation to the editor 
of the Musicat Courter Extra, because Mr. Starck 
himself told Louis B. B. B. 


his St. Louis house would do whatever was asked 


the St. manager that 


be done. Certain window signs were changed, 
“improvements” were made in the advertisements, 
etc. Another St. Louis house told the B. B. B. 
to mind its own business, and there the matter rests 
to this day so far as the Musica Courter Extra 
knows. 

In all this, 
whether local, state 
If the associations of piano men can 


what did the association idea do, 


or national? Just plain every- 
day nothing. 
not protect their members in such things then there 
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must be something wrong in the way piano men’s 
associations are carried on. 


Los Angeles Points the Way 

The Los Angeles B. B. B. seems to arrive at the 
difficulty all B. B. B.’s face as each line of commerce 
that may be slipping from the demarcation line of 
right and wrong, by having men of known probity in 
the same line to take up any particular line of mer- 
chandising, and when it appears there is need for 
action and this based on complaints and investiga- 
tions of the “operators,” the men in like lines pass 
The Buffalo, N. Y., 
B. B. B. not very long ago had a case in hand, but 
with the aid of one of the leading men in the piano 
industry it was cleaned up, the house under observa- 


on the complaints and reports. 


tion, “cleaned house,” not because it had to, but be- 
cause fair treatment was the balm that brought the 
house in question and the B. B. B. on a basis of 
satisfactory understanding on both sides. It must be 
admitted the piano associations had nothing to do 
with this arrangement, nor,did some of the. Buffalo 
dealers like it very much. 


What Price B. B. B.’s 


All cities have their troubles in the retail field. 
There should be no necessity for B. B. B.’s in any 
center. Each commercial line should have its own 
association. Then when any member transcends the 
commandment that says thou shalt not steal, take 
it up and have it corrected. To answer the question 
as to how this or that breaking the law of God as 
to taking from another what does not belong to him 
must be decided in each individual case, for there 
are so many ways of misleading the innocent pur- 
chaser that even the law of the God in the Ten Com- 
mandments can not cover them, for the miscreants 
and their methods are protected by the so-called laws 
of the people, made and printed in books, but not 
executed by those elected to protect the innocent. 

Returning again to the Starck and the Schulz in- 
cidents, really having about as much weight on the 
general piano selling of the day as a fly on the horn 
of an ox, what are the associations in New York, 
Cleveland or the Chamber of Commerce going to do 
about it? 

Up to National Body 

For fear of being misjudged in what has been 
written here, let it be said that the MusicaL CourIER 
EXTRA some years ago made open exposures of rot- 
ten piano methods, especially at a convention of the 
National Association in Detroit, and met with as 
much response as have and are the B. B. B.’s that 
have undertaken to do what the piano associations 
should do. The fact that in the Starck case this 
house is a member of the National Association and 
each branch house, we believe, belongs to the local 
associations where there be such an organization, 
allowing the Chamber of Commerce to maintain its 
record of silence in these events, what will the so- 
called National Merchants’ Association do in the 
premises ? 

This is no brief for Starck or Schulz. It is but 
a statement such as this paper has long presented 
in every way in many instances, but never suceeded 
in doing anything except make enemies of those “at- 
tacked” while the associations laid dormant, and 
studiously evaded the issue and acting as a protector 
as the prominence, or connections with the powers 
that be presented. 

If as much money were spent in attempting to 
protect the piano’s good name, as is spent in having 
a good time, as in the late convention in Cleveland 
under Tzar Hyre, there would be some good done. 
But how? We are not in accord with the sentiments 
expressed in Mr. Glynn’s letter that all piano men 
are without stain as to methods of selling, but we 
will concede that there are some who might be gently 
criticised. 

Let piano associations do what they should do, 
prevent the members of the organizations from 
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doing what they should not do, and if they can not 
do this get with the B. B. B.’s and show the general 
uplift B. B. B.’s how to dig into iniquities of the 
piano business in a way that is not clumsy and in- 
dicating lack of knowledge as to piano selling in 
general and particular. 


The Radio as a 
Profit- Maker 


HE 4th annual Radio show, held in New York 


during the week beginning September 19, had 
the effect of focusing the attention of the entire 
music loving world upon the radio. It was remark- 
able demonstration at which thousands upon thou- 
sands of people attended. Early in the Week it 
was evident that previous records for attendance 
would be broken but even this expectation was more 
than realized during the closing days of the show 
when hundreds of people were disappointed in not 
being able to get in. This was even more remark- 
able a demonstration in view of the fact that free 
tickets were very much at a premium for this year’s 
demonstration. 

However, the exhibits within the massive walls of 
the Madison Square Garden seemed to justify the 
great excitement of those who attended. There were 
shown absolutely the latest devices in radio with all 
the improvements intonal quality, simplicity of oper- 
ation and magnificence of encasements that have yet 
been brought into being. One of the chief items 
of interest, which is significant in that it points to 
the advance of the trade, was the great development 
One of the 
great drawbacks to the radio up to the present time, 
has been the battery problem. 
been tried to bring the annoyance of changing and 
replenishing batteries to a minimum, but all such 
Battery 


in the all-electric radio receiving sets. 


Many schemes have 


schemes have not worked successfully. 
operating has often led to false impressions of the 
radio and its possibilities, because with the battery 
radio 


at low ebb, the true tonal message of the 


could not be given. 


The Shielded Sets 


Another development that was manifest in many 
exhibits was the growing tendency to make receiving 
sets fool-proof by enclosing the actuating mechanism 
in sealed cases leaving openings only for the replace- 
ment of tubes, which naturally constitute a more 
or less constant item of change. The sealed encase- 
ments in addition present another great advance in 
radio construction enabling a higher degree of ac- 
curacy in reception. The unshielded set often is 
troubled with interference through inductance. 
These two advances, the all electric operation from 
house wiring systems and the perfection of the 
shielded mechanism constitute the most significant 
improvements in the radio world. 

The most remarkable thing about the entire ex- 
hibit perhaps, was the fact that there was nothing 
remarkable; that is to say, nothing was shown that 
represented a radical departure from the develop- 
ments of last year. It is true that practically every 
company exhibiting had effected minor and in some 
cases, major improvements in their products, but all 
these were along normal lines of progress. This 
may be taken to mean, in short, that the manufac- 
turing end of radio at last may be said to have 
reached a state of stability. 


Radio Is Stabilized 


We do not have to look back far into the history of 
radio to find periodic changes of great moment. The 
discovery or breaking out of new processes of opera- 
tion—in the past this has led to disaster for many 
manufacturers and for many dealers. At one time 
it was common to have a standard product become 
antiquated almost over night; in many cases the 
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dealers were left to hold the bag, as it were, with 
stocks of practically unsalable material on their 
hands. This condition has been done away with 
today and this due largely to the fact that the radio 
industry has outgrown its swaddling clothes, as be- 
fits its position as one of the major industries of 
the country. 

The fly-by-night manufacturers who was largely 
responsible for the upset not only in the production 
end but also in the distributing field has been elimin- 
ated. He has gone under, ruined by his own short- 
sighted methods. His elimination has left scars, but 
only such as might come from a necessary operation, 
and the radio industry is all the healthier for his 
disappearance. The gyp manufacturer is gone, and 
there is no likelihood of his ever returning. 

The radio show offers signal and conclusive evi- 
dence for the music dealer, that here at last is a 
golden opportunity for him. The music trade has 
not been particularly fortunate in its attempts to 
incorporate radio into its business. This was due, 
as stated, partly to the chaotic conditions existing 
in the production end of the business and partly to 
a lack of understanding as to the exact methods of 
merchandising the product. 


Radio Brings Cash 


The music dealer can now be assured that the 
danger from the production end has been eliminated, 
and even the danger of losses arising from his own 
mistakes can be reduced to a minimum. The major 
entities in the radio field are not only on solid in- 
dustrial bases, but they are building up distributing 
agencies on an equally substantial plan. It seems as 
though the music dealer should grasp this opportun- 
ity of getting a new side line for his piano selling 
activities and reducing the factor of overhead which, 
at present, is the real bug-bear of the piano business, 
by adding a line that is not only a rapid seller, but 
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which should, under proper handling, bring a large 
proportion of cash into his business. 

In addition to all the other features entering into 
the situation, there is presented the example of many 
piano dealers who have added radio departments 
and who are and who have been showing substan- 
tial profits from them. Too much stress has been 
placed upon the feature of servicing. It is not a 
new topic for the piano industry, for with the intro- 
duction of each new device into the piano field, the 
same problem has come very much to the fore. The 
problem existed in the early days when the piano 
player was the only mechanical device for producing 
music and it was equally prominent when the first 
inner mechanisms of the modern player piano came 
into being. It exists today to some extent, in the 
case of the reproducing piano. 
should not judge the radio too harshly as presented 
as a business proposition of today as against his ex- 
periences with it of 4 or 5 years ago. 


The piano dealer 


Making a Profit on Service 

The money making possibilities of the radio were 
over-emphasized in the early days of the industry, 
with the result that everyone rushed into the busi- 
ness. The question of service came very much to 
the fore at that time because there were not actually 
enough service men to be had. In addition, radio 
was new to the people.. The early sets were ab- 
solutely unprotected against inquisitive fingers and 
hands, with the result that practically every set had 
to be serviced within 24 hours after its delivery. The 
service. problem still exists, the MusicaL CourIER 
Extra is frank to admit, but the experiences of 
successful piano dealers have shown that it can be 
overcome. The new sets are so constructed that they 
will not get out of order as easily as those of years 
ago and in addition there are thosuands of young 
men trained in radio either through, factory experi- 
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ence or home experimentation, forming a practically 
inexhaustible field upon which to draw for servicing. 

Today there is presented the example of many 
of dealers not only handling the service problem 
efficiently but actually showing a substantial profit 
from it. It can be done. There are records of men 
who have actually done ‘so. 


Service Charge Necessary 

The problem is analogous with the service problem 
in the piano industry. When it is remembered that 
only a comparatively few years ago the tuning and 
repair departments of the piano dealer were shown 
as a dead loss on the books of the company the 
The service end of the auto- 
In short 


answer will be reached. 
mobile industry offers another example. 
service on radio must be charged and collected, ex- 
actly as in the case of a tuning or repair job in the 
piano industry, or in the case of replacement or 
repair on an automobile. 

The radio manufacturers are alive to the prob- 
lem of servicing, and they are doing their utmost 
to help their distributors solve their problems. Ser- 
vice manuals are available. 

Perhaps never before in the history of the piano 
business has it been as vital as today for the piano 
dealer to add supplementary lines to. his main busi- 
The radio is a kindred line 
and one that should fit well into the merchandising 


ness of selling pianos. 
scheme of the piano dealer. In addition to cutting 
down the dead losses in overhead, in non-productive 
periods, the interim of waiting between piano sales, 
it should, as stated, bring a tremendous proportion 
of caslt into the business. The turnover is a fairly 
rapid one, or could be made so, while the replace- 
ment division should offer excellent facilities for 
keeping in touch with former customers, and lead 
directly to new sales, exactly as does the roll divi- 
sion of the piano industry. 








Idealists 





Every Stieff craftsman is an Idealist helping to fashion perfect 
models of beauty—artistic piano-fortes. 


It is unnecessary to tell the visitor to the Stieff Plant why Chas. M. Stieff, Inc., has grown and prospered since 
1842, why the Stieff piano is preferred by music lovers, why its tone quality, responsiveness of action and durability 


are unequalled. 


The visitor always carries away a deep impression of tradition—a feeling that the Stieff craftsmen are a group 
of Idealists—not mere cogs in a wheel but men who have grown old in their service, who find joy in their work, 
who are happy in their surroundings, whose devotion to their work is reflected in the coordination of the efforts 


of every man in the Stieff Plant. 


If you are interested in a fine leader we have an interesting proposition to dealers in some 
open territory and we would welcome a request for information. 


Stieff Hall 


No obligation is incurred 


Chas. M. Stieff, Inc. 


315 N. Howard Street 


Baltimore 
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A New Aid in Piano Selling 


Name Value and Quality 


HE work of piano selling is brought at times to the lowest end 

through the acts of the few. The majority of piano dealers seek 
the best ways and means of placing the basic musical instrument in the 
homes of the people. 

There is a very high percentage of sales that are made along lines of 
safest selling methods, while the percentage of sales that can be classed 
as unethical is very low. 

The piano dealer must rely upon his own methods to arrive at what 
is best to his building to name value. He must protect his own name value 
by conserving the name values of the pianos he sells. To arrive at this he 
must know the names of all pianos that carry name values, the makers of 
which strive in every way to protect their own reputations, while the dealer 
endeavors to protect the innocent purchaser by a knowledge of what 
competitors may be offering, for always there is likely to be one of the few 
interferers who seek to obtain sales through the uses of pianos of unknown 
name value. 

Always the name value is backed by quality, and these words, Name 
value and quality are the base of all honest piano selling. 

Piano Quality has for the past quarter of a century acted as a deterrent 
to the efforts of those who care little for ethics, who care little for name 
value in what is represented under the argument “just as good.” 

The new editions of Piano Quality will begin to appear quarterly 
upon and after January Ist, 1928, and will be issued in connection with the 
Musical Courier Extra, as told on the next page of this announcement. 


Address 


MUSICAL COURIER EXTRA 


Steinway Building 


113 W. 57th Street New York City 
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Piano Quality in a New Form 


To Be Issued Quarterly 


HERE is a continued demand 

for Piano Quality, although 
it has been some years since the 
last issue was made. The changed 
conditions in the piano industry, 
the selling at retail under condi- 
tions that now prevail different 
from those of the past, have created 
a complete change in retail selling 


methods. This has created a de- 
mand for a revival of Piano Quality. 


It must be met to give those who 
sell pianos that information which 
will meet the new methods of sell- 
ing, especially as regards selling 
on the installment plan. 


The methods of financing have mater- 
ially changed the past few years, this 
brought about by the carrying charges, 
the discount banks, etc., all affecting the 
methods of past years, and demanding spe- 
cial information that will bring the piano 
into its own through its honesty and in- 
tricate value as a protection to the install- 
ment paper generated through the sales of 
the retail dealer, and through this protect- 
ing the piano manufacturer. Name value 
is the basis of safety in piano selling. The 
name value is protected by the quality of 
the piano, but reliable and honest infor- 
mation as to name value and quality com- 
bined is hard to obtain. Salesmen espe- 
cially should have this information to pass 
on to prospective buyers. Piano Quality in 
its new form, issued quarterly, will be 
the basis of all honest piano selling for the 
dealer, the maker and the ultimate buyer. 

The little book, of a size to be carried 


in the pocket, will be issued quarterly in 
order to keep the name value information 
up to date. This in connection with The 
Musical Courier Extra, which paper will 
organize a service bureau that will answer 
all inquiries that may be made by manufac- 
turers, dealers, salesmen or prospective cus- 
tomers, either by mail or in the columns 
of the magazine in its regular issues, will 
allow of information as to changes that 
may be made in piano names at any time. 

Piano Quality will not be sold to any 
but subscribers to The Musical Courier 
Extra. Subscriptions to The Musical 
Courier Extra will be accepted without the 
four issues for the year of Piano Quality, 
if so desired. Subscriptions to The Musical 
Courier Extra may be made at $1 per year. 
This change will be made Jan. 1, 1928. The 
price of both publications will be $3 per 
year; the quarterly issues of Piano Quality 
being mailed separately. The new title of 
Piano Quality will be 





PIANO QUALITY 
Compiled by 
WILLIAM GEPPERT 


Editor Musicat Courter Extra 


Issued Quarterly 











Letters now are being sent out to 
manufacturers for the obtaining of author- 
itative data of the pianos manufactured, 
this for the purpose of protecting name 
values. Piano Quality will be invaluable 
to the piano trade, which will be reflected 
in the protection of name value and qual- 
ity, in all that means, and at the same time 
protecting prospective customers. 
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Babbling Babson, of the Street— 
A Business Fortune Teller 


MUSICAL COURIER EXTRA 


A Rather Peculiar Illustration of What Newspapers Can Do 
With His Utterances—The Chamber of Com- 
merce to His Rescue 


r yar are many who have great faith in the predictions of Roger W. 
quite a business in foretelling the future as relating to stocks, 


This 
pay 
The 


business under 


tures. appre yaches 


many 
losers average, 


immense the name Babson, 


are unfortunate. 


the predictions of fortune tellers who ply their trades in a 


Babson, who has built up 


bonds and general commercial fea- 


manner that leads 


for the telling of future happenings, and many are led to fortunate results, while many are 
however, seems to arrive at a general result that permits of the building to an 
and those who win are fortunate while there are others who 


It takes little to encourage when one who has built a name value that is to be accepted with faith or 


that 
Babson seems to hold his own 
and take their 
many 


reluctance when it comes to vast movements create 


disaster or fortunate results. 
in many and many their 
chances according to what is given them, 
business affairs and have not 


observation to act 


money 
while 


ways, pay 
lose 
sight of their own immediate 
that confidence in their own powers of 
according to their own business judgment. 

Each man’s business is known to himself best, but there 
are many who rely upon advice freely given when asked for, 
and that in the face of the fact that the one who is asked for 
advice knows nothing practically of the affairs of the one 
seeks It has said that is cheap, 
and it is, for it is so freely given by many, 
who are willing to accept advice that does not 
even with the present-day 


who advice. been advice 


and yet there 
are many 


apply to any sound foundation, 


facilities obtainable to arrive at conditions in a business way 
individual 


through the activities or slowness of their own 


affairs 
The piano man depends, to give it a general analysis, upon 


what and this “they say’ dominates many a 


piano man who relies upon general information or mis- 


others say, 


information that approaches the danger line under the term 
“fortune telling.” 

Babson has made many predictions that have come true, 
f all be 
yet we must admit that when a man wins 
keeps quiet 


and he has made many that have failed of results, i 


true that is said, 


he tells of it with glee, and when he loses he 


for fear he may be looked upon as easy of influences that 


directly appeal to his own business conditions. 
Luck vs. Business Acumen 

f the general increase of businéss as to pianos 
the past find Mr 
following remarks in an address which appeared in the New 


York 


Ini the fact 
two months we Jabson credited with the 
Times of September 13, a date which many piano men 
will accept as dangerous on account of the superstition that 
prevails as to the figure 13, and with a small percentage 
that 

The solid 
business, he depends upon his own business ability to carry 
that Col. E. S talked about 
life, showed no 
about 13 lucky or 


accept 13 as “lucky.” 


business man does not accept “luck” in his 


him over the “dips” Conway 


during his successful business and who 


“vellow” as to this superstition being 
unlucky 


A side 


Babson 


“luck,” the utterances of Mr. 
New York Times of 
September 13th were something that aroused the indignation 
this time every 


from this question of 


which were printed in the 


for just at 


made to bring the 


‘f many in the piano trade, 


incentive and encouragement should be 


man to a realization that he must solve his own prob- 
With all due respect to Mr. Babson and the fact that 

lenies, are many who will not be made 
aware of the “corrections” The New 


York Times can not very well undo what is presented in the 


piano 
lems 
there 


he protests and « 


that have been made. 


article itself, which was as follows: 


" 


(Special to the New York 
We.LiesLey HILLs, Sept. 10—The immediate out- 
look for business is good, Roger Babson told the delegates 
to the annual National Business Conference at its opening 
session this afternoon. He strongly advised conservatism 
both in business and investments during next year, drawing 
his conclusion from the trends of the business factors now. 
Mr — said, in part 
“A condition exists in the business world today that has 
never before existed since statistics on business conditions 
have been available. I refer to the fact that we are in a 
period of declining interest rates, which heretofore has never 
been followed by a panic; and at the same time are in a 
period of declining commodity prices, which heretofore has 
never followed by good times. That is, economic his- 
tory shows that it has always needed high interest rates to 
bring on a panic, that it has always needed increasing com- 
modity prices to bring on prosperity, and that the two fac- 
tors have never before existed simultaneously. Yet today 
we have the apparent paradox of low interest rates and de- 
lining commodity prices. 
‘The reason for this unusual situation is that there is to- 


Times) 


MASs., 


been 





day in the United States an excess of everything except 


re lig yn. 
“The re 


cause of 
manutac- 


is an excess of gold, which is the basic 
present dangerous inflation; there is an excess of 
turing capacity, which is the cause of present severe com- 
petition; there is an excess of copper, lumber, oil, coal, rub- 
ber and other raw materials which is upsetting commodity 
markets. 


Conditions Will Go Into 1928 


“The volume of business today but competition 
is so severe and efficiency so low that profits are small. 
Statistics indicate that this same condition will extend into 
1928. 

“Apparently a definite 


is good, 


turn downward volume of new 
building is under way. The current drop in building per 
mits to about 20 per cent. below a year ago shows what 
must be expected for 1928 in house building. Home build- 
ing is on the wane. 

“The Central West and Northwest di stricts are expected 
to make a good showing in 1928 because of crop optimism. 
The South also promises some increase in building as a re 
sult of higher cotton and corn prices. 

“The closest estimates of consumer buying power for 1928 
point to an average about 5 per cent. to 10 per cent. under 
1927. 

‘The total value of crops this Fall should be ‘larger than 
a year ago, but this increased buying power will be concen- 
trated in not more than half of the agricultural States. Busi 
ness men should plan for substantial improvement in 1928 
in the fellowing States: Nebraska, North aggro South 
Dakota, Montana, Washington, Oregon, Texas, California, 
North Carolina, South Carolina, Georgia, Alabama and 
Oklahoma. 


Outlook Good Here 


“In the industrial sections the best outlook for 1928 is in 
New York, Pennsylvania, Connecticut, Massachusetts and 
Ohio. There will be wide differences between various sec- 
tions this Fall, and it is more important than ever to fit 
sales and collection campaigns to these local conditions. 

“The failure situation looks much better at the moment. 

doubt if any banking measures will entirely stabilize the 
level of commodity prices. 

“T see no reason why there should be any 
during 1928. Yet, of course, there will be many. In view 
of the outlook for easy money, I expect a good bond market 
the rest of the year and into 1928 

“We are in a period when wise manufacturers, merchants 
and investors will get out of debt and store up their re- 
sources. If enough men will do this, normal conditions 
could continue and such readjustment as is necessary could 
he so spread out over a long period as to do no one any 
harm.’ 


wage increases 


The Times Rebuked 


Industries Chamber of Commerce sends out 
following, 


The Music 
under date of September 27 the which corrects 
any misleading opinions the article may have created, 


The 


but 
it is to be regretted this must be done: circular letter 
says: 
a NEWS 
from 
MUSIC INDUSTRIES CHAMBER OF COMMERCE 
45 West 45th Street, New York, N. Y. 
Sept. 27, 1927. 

Roger W. Babson, the eminent statistican, has just issued 
a flat denial of a statement attributed to him by the New 
York Times and reported to have been made before a meet- 
ing of the annual Business Conference at Babson Park on 
September 12. The statement which appeared in The Times 
on September 13 was in effect a criticism of the piano 
industry, namely that “With the advent of the radio the 
piano manufacturers are trying to sell a stage-coach in an 
automobile era.” 

The matter was called to Mr. Babson’s attention by the 
Music Industries Chamber of Commerce in a letter to him 
dated September 13 to which he replied as follows 

“I am sorry that I was misquoted in regard to sh piano 
industry. I was asked as to the future of the piano 
industry, and I replied that pianos would always be used 
and the manufacture and sale thereof would be a stable 
industry. I added, however, that I believed marked 
changes and improvements would take place in the form 
of the present piano although I had no definite suggestion 
as to what those changes would be. 

“The stage-coach illustration came in this way. I said 
that those manufacturers who still insisted on making 
stage-coaches had gone out of business, but those who 
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turned their attention to railway coaches have been very 

successful.” 

Considerable comment has arisen as a result of the stage- 
coach statement. Some evidence of this is contained in a 
letter to the Chamber just received from C. J. Roberts, 
president of the National Association of Music Merchants, 
which reads in part as follows: 

“Mr. Babson occupies far too prominent a position in 
American business and financial life for him to speak 
lightly of an industry merely for the purpose of being 
witty or funny or for embellishing an article or speech. 
I have just read Mr. Babson’s article in the New York 
Times of September 12 and it is my understanding that the 
remark has been widely quoted. I know of instances where 
bankers having business relations with piano manufac- 
turers and merchants have brought this statement to their 
attention. Such a remark coming from a man of the 
standing of Mr. Babson cannot do the industry any good, 
but may have a tendency to injure the legitimate credit of 
some manufacturers and many merchants.” 

The situation is undoubtedly cleared up by Mr. Babson’s 
letter. A communication has been sent to the Times by the 
Chamber oe its attention to the error and warning 
against a possible recurrence. 


Other Babsonisms 
causes The 
Babson 


Rambler’s mind to go back a few 


All this 
yeats when Mf. “ruckus” as the 
forth the 
July 23, 


said as to 


caused 
South, 
following taken from the New 
1918. It is 


predictic ns, or 


quite a 
which brought 
York American of 


darkies say in the and 


interesting in view of what may be 


“future tellings” of those said to be “gifted” 


with far seeing eyes and minds. The predictions of 


Babson were uttered during the days when business minds 


whirled in rapid disappointments. It is in such times those 
who are not relying with confidence upon 


ment turn for mental aid to others. 


their own judg- 
What 
and what is said today present many different phases as to 
The piano man 
to work its own way 


was said then 


business. must allow his own acceptance 


and 
not attempt to follow advice that is easy to give because it 


of advice into his own business, 
Even though 
paid for it catries that risk that always goes 
future predictions. 


is free when handed out to the general public. 
it be with 
One man's brain is as good as another 
when it comes to trespassing on the utterances of one who 
proclaims that he knows the future, and the which shows a 
percentage so small that is it impossible to figure wher 
the gross that is taken up to form the percentage 
as the United States, with and 
there one who predicts for so much per, or those who give 
just to hear themselves talk. 


stands 


is as large 
population of these here 
free advice 


The piano man almost alone in his methods of 


selling. So much depends upon the individual effort that it 
does seem impossible that what is going on in any other 
commercial pursuit should be taken as a guide as to the 
selling of pianos. 

The piano business is no different as to profit results than 
any other; it has just as many risks, as many discouraging 
conditions to and yet the 


one of the safest in the world, 


face, piano business is in reality 
for there is a life-long asset 
back of the piano that the selling always is protected to at 
least the cost of production, or the cost at wholesale. 
mark-up is larger than most products, and 


The 
what affects 
other lines is not with a backing of a consuming or deteriorat- 


ing asset that is lost in a short time. 


BABSON’S ADVICE 
BREAKS MARKET 
DESPITE VICTORIES 


He Advocates Sale of All Industrials 
and Coppers, Rails Hesitating. 





BABSON’S LETTER. 


the letter that broke the stock 


market yesterday : 


Following is 


SPECIAL SPECULATIVE 
BULLETIN 
Take Profits Now on Industrials and Coppers 


When we advised the purchase of stocks last 
Winter, we distinctly pointed out that we antic ipated 
an intermediate swing such as occurred in 1911 and 
1912, and not a broad bull movement. The rise which 
we looked for has already taken place. Stocks are 
now around the high levels of the year. Fundamental 
conditions are not satisfactory. Developments on the 
Western Front are very encouraging and have caused 
bullish enthusiasm in the stock market. We advise 
clients to take advantage of the opportunity furnished 
by this optimistic sentiment to take profits on ALL 
industrial and copper stocks. This applies to the fol- 
lowing list of stocks which we suggested as a purchase 
in November and December, 1917. Continue to hold 
your railroad and public utility issues. 


BABSON’S. 











By BROADAN WALL 
Registered U. S. Patent Office 
Roger W. Babson succeeded in bringing about a heavy 
selling movement in the stock market yesterday. He ad- 
€Continued on page 17) 
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1927—_ROS TE R—-1928 


of the 


Officers and Committee Members 


of the 


Music Industries Chamber of Commerce 


and of the various music trade association bodies which 
are afhliated with and are division members of this 


central body. 





Division Members 








National Piano Manufacturers’ Assn. of America 
National Association of Music Merchants 


Committee of Phonograph Manufacturers 

Organ Builders’ Association of America 

National Musical Merchandise Assn. of the U. S. 
Musical Supply Association of America 


National Association of Sheet Music Dealers 

Band Instrument Manufacturers’ Association 

National Association of Musical Instrument and 
Accessories Manufacturers 

National Piano Travelers’ Association 

National Association of Piano Tuners 

National Association of Piano Technicians 








National Piano Manufac- 
turers’ Association 
OFFICERS 

President, W. E. Guylee 
The Cable Company, 57 E. Jackson Blvd., Chicago, Ill. 


I'st Vice-President, C. D. Bond 


Weaver Piano Company, York, Pa. 


2nd Vice-President, Fred P. Bassett 
M. Schulz Company, 711 Milwaukee Avenue, Chicago, 
Il. 


Secretary, Herbert Simpson 
Kohler & Campbell, Inc., 11th Ave. and 50th St., 
N.Y. C. 


Treasurer, Charles Jacob 
Jacob Bros. Company, 6 E. 39th St., N. Y. C. 


— = 


Music Merchants Association 
OFFICERS 
President, C. J. Roberts 


Chas. M. Stieff, Inc., 315 N. Howard St., Baltimore, 
Md. 


Ist Vice-President, Chas. H. Yahrling 


Yahrling Rayner Music Co., Youngstown, O. 


2nd Vice-President, Parham Werlein 
Philip Werlein, Ltd., 607 Canal St., New Orleans, La. 


3rd Vice-President, Henry P. Mayer 


Henry P. Mayer, Paris, Tex. 


4th Vice-President, A. Z. Moore 


Kirk Johnson Co., Inc., Lancaster, Pa. 


Secretary, Herman H. Fleer 
Lyon & Healy, Jackson Blvd. and Wabash Ave., Chi- 
cago, Iil. 


Treasurer, Carl A. Droop 
E. F. Droop & Sons, 1,300 G Street, Washington, D.C. 


BOARD OF DIRECTORS 
Otto B. Heaton, Columbus, O. 


Heaton’s Music Store 


Shirley Walker, San Francisco 


Sherman, Clay & Co. 


Yay Grinnell, Detroit 


Grinnell Bros. 


William C. Hamilton, Pittsburgh 


S. Hamilton Co. 


Edward A. Geissler, Los Angeles 


Birkel Music Co. 
Frank J. Bayley, Detroit 


Bayley Music House 


Alex McDonald, New York City 


Sohmer & Co. 


Alfred D. La Motte, San Diego 


Thearle Music Co. 
Erie, Pa. 


George J. Winter 


Winter Piano Co. 


ADVISORY BOARD 
PAST PRESIDENTS 

Edward H. Uhl, Chairman, Los Angeles 
1926-27 

Henry E. Weisert, Chicago 
1925-26 

W. W. Smith, Toledo, O. 
1924-25 

Robert N. Watkin, Dallas, Tex. 
1923-24 

J. Edwin Butler, Marion, Ind. 
1922.23 

M. V. DeForeest, Sharon, Pa. 
1921-22 

E. Paul Hamilton, Newark, N. J. 
1920-21 

P. E. Conroy, St. Louis, Mo. 
1919-20 

Dan J. Nolan, Cleveland, O. 
1918- 

Edmund Gram, Milwaukee, Wis. 
1917-18 

J. A. Turner, Jr., Tampa, Florida 
1916-17 

John G. Corley, Richmond, Va. 
1915-16 

P. T. Clay, San Francisco, Cal. 
1914-15 

O. A. Field, St. Louis, Mo. 
1913-14 

W. H. Daniels, Buffalo, N Y. 
1912-13 

R O. Foster, Minneapolis, Minn. 
1911-12 

E. H. Droop, Washington, D. C. 
1909-10 

Henry Dreher, Cleveland, O. 
1903-04 

F. B. T. Hollenberg, Little Rock, Ark. 
1902-03 


AUXILIARY BOARD 


Representatives of Chartered Associations 
President, Treasurer and one Director appointed 
by each President. 


Associations which have completed charter 
requirements. 


A. Z. Moore, Chairman 


California (Music Trades Association of 


Northern California) 
President—Shirley Walker, Sherman, Clay @ Co., 
536 Mission St., San Francisco 
Treasurer—Geo. Q. Chase, Kohler & Chase, 26 O’Far- 
rell St., San Francisco 
Director—Lee S. Roberts, Lee S. Roberts, Inc., 230 
Post St., San Francisco 


California (Music Trades Association of 


Southern California) 
President—L. E. Fontron, Martin Music Co., 730 S. 
Hill St., Los Angeles 
Treasurer—F. L. Grannis, So. California Music Co., 
806 S. Broadway, Los Angeles 
Director—J. W. Boothe, Barker Bros., Figueroa and 
7th Sts., Los Angeles 


Illinois Music Merchants Association 
President—E. E. Hanger, Hanger Bros., 108 N. Kick- 
apoo St., Lincoln 
Treasurer—Lloyd L. Parker, 109 N. Main St., Harris- 


urg 
Director—Geo. B. Wiswell, 314 Van Buren St., Joliet 


Indiana Association of Music Merchants 
President—Joel B. Ryde, Fuller-Ryde Music Co., 27 
E. Ohio St., Indianapolis 
Treasurer—J. Edwin Butler, Butler Music House, 
Marion* 
Director—(Sec’y) Geo. E. Stewart, Wilson-Stewart 
Music Co., 44 N. Penna St., Indianapolis 


Maryland Association of Music Mer- 


chants 
President—Fred’k P. Stieff, Chas. M. Stieff, Inc., 315 
N. Howard St., Baltimore 
Treasurer—J. R. Reed, J. S. Reed Piano Co., 29 W. 
North Avenue 
Director— 


Michigan Music Merchants Association 
President—Frank J. Bayley, Bayley Music House, 1429 
Broadway, Detroit* 
Treasurer—A. H. Howes, Grinnell Bros., 1515 Wood- 
ward Ave., Detroit 
Director— 


T 4 e 
New York State Music Merchants Asso- 
ciation 
President—S. H. Morecroft, Leiter Bros., 333 §. Salina 
St., Syracuse 
Treasurer—Wm. H. Levis, Levis Music Store, 34 South 
Ave., Rochester 
Director—H. Gerald Hyde, Hyde Music House, 9 
Coast St., Cortland 


» e e 
North Carolina Music Merchants Asso- 
ciation 
President—C. S. Andrews, Andrews Music Store, 235 
N. Tryon St., Charlotte 
Treasurer—H. A. Dunham, Dunham Music House, 
Asheville 
Director—J. R. Maynard, Maynard Bros., Salisbury 


Pennsylvania Association of Music Mer- 


chants 
President—A. Z Moore, Kirk Johnson & Co., Inc., 
16 W. King St., Lancaster* 
Treasurer—J. H. Troup, J. H. Troup Music House, 
15 S. Market St., Harrisburg 
Director— 


Wisconsin Music Merchants Association 

President—W. Otto Miessner, Miessner Piano Co., 
110 Reed St., Milwaukee 

Treasurer (Sec’y)—L. C. Parker, 726 Grand Ave., 
Milwaukee 

Director—(1[st V.P.) Hugh W. Randall, Bradford 
Music House, 411 Broadway, Milwaukee 

*Also on Advisory and Executive Board 
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Officers 


President 
HERMANN IRION 
Steinway & Sons, N. Y. C. 


Ist Vice-President 
CHAS. H. YAHRLING 


Yahrling-Rayner Co., Youngstown, Ohio 


2nd Vice-President 
WM. J. HAUSSLER 
C. Bruno & Sons, Inc., N. Y. C. 


Secretary & Gen. Manager 
ALFRED L. SMITH 
45 W. 45th St., N. Y. C. 


Treasurer 
HERBERT SIMPSON 
Kohler & Campbell, N. Y. C. 








Weaver Piano Co. 


Mark P. Campbell 


Brambach Piano Co. 


Walter W. Clark ...Camden, N. J. 
Victor Talking Machine Co. 


M. V. DeForeest 
W. C. DeForeest & Son 


New York City 


Sharon, Pa. 


Chicago 
Chicago 


Chas. Deutschmann 


H. C. Dickinson 
The Baldwin Co. 


Raymond E. Durham Chicago 


Lyon & Healy, Inc. 


Walter M. Gotsch 
Walter M. Gotsch Co. 


Re CO re Elkhart, Ind. 
C. G. Conn, Ltd. 


Chicago 


Board « 


A. K. Gutsohn .... 
Standard 


W. E. Guylee .... 
C. 


J. Elmer Harvey .| 


Wm. J. Haussler . 
Ce 


Hermann Irion ... 
Si 


E. R. Jacobson ... 


E. C. Johnson 
Schaf 


Gordon Laughead . 
Wurlit. 












































Finance Committee 


Herbert Simpson, Chairman 
Kohler & Campbell, Inc., 11th Ave., & 50th St., N. Y. C. 


Max J. deRochemont 
Laffargue Co., 455 E. 147th St., N. Y. C. 


Richard W. Lawrence ' 
Bankers Commercial Security Co., 270 Madison Ave., 
NW. z. C. 


Charles Jacob 
Jacob Bros. Co., 306 E. 133rd St. N. Y. C. 


=. D. Greenleaf 
C. G. Conn, Ltd., Elkhart, Ind. 


C. J. Roberts 
Chas. M. Stieff, Inc., 315 N. Howard St., Baltimore, Md. 


A. Z. Moore 
Kirk-Johnson & Co., Lancaster, Pa. 


William J. Haussler 
C. Bruno & Son, Inc., 353 Fourth Ave., N. Y. C. 


William C. Hess 
Hammacher, Schlemmer & Co., 4th Ave. & 13th St., 
Ne YF. C. 


W. E. Guylee 
Cable Co., 57 E. Jackson Blvd., Chicago, Iil. 


Advisory Committee to Credit and 
Collection Department 


Music Industries Chamber of Commerce 


Fred P. Bassett, Chairman 
M. Schulz Co., 711 Milwaukee Ave., Chicago, Iil. 


James T. Bristol 
James T. Bristol Co., 25 E. Jackson Blvd., Chicago, Ill. 


Fred A. Holtz 


Martin Band Instrument Co., Elkhart, Ind. 


W. C. Hepperla 
Premier Grand Piano Corp., 6 East 39th St., N. Y. C. 


W. W. Kerr 
Cable Co., 57 E. Jackson Blvud., Chicago, Iil. 


C. J. Mulvey 
Story & Clark Piano Co., 173 N. Michigan Ave., Chicago, 
lil, 


L. W. Peterson 
Gulbransen Co., 3232 W. Chicago Ave., Chicago, Ill. 


R. P. Alexander 
Chicago Talking Machine Co., 12 N. Michigan Ave., 
Chicago, Ill. 


Committees ar 


Music Advan 
Music Industries 


Mark P. Campbell, ¢ 
Brambach 


C. C. Birchard 
C. C. Birchard Ce 


Walter W. Clark 


Victor T 


M. V. DeForeest 


Franklin Dunham 
Aeolian 


H. H. Fleer 
Lyon & Healy, In 


C. D. Greenleaf 


P. O. Griffith 
Griffith Pias 


William J. Haussler 
C. Bruno & § 


H. E. Lawrence 
Standard Pneumati: 
2G: 


H. Paul Mehlin 
Paul G. Me 


W. Otto Miessner 
Miessner Piano 


Jerome F. Murphy 
M. Steinert & § 
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Babbling Babson 
Fortune Teller 


(Continued from page 12) 


vised everybody to take advantage of the enthusiasm caused 
by the good war news and “take profits on ALL industrial 
‘and copper stocks.” He named a list of stocks to be sold, 
and as he has at times been correct in his market forecasts 
his surprising advice was followed by many houses. 

As the stocks named by Babson were the leading issues, 
the free selling caused by his letter gave a false impression 
that something was wrong. So the effect was the same as 
if a raid had been intended. Confidence was disturbed and 
the list suffered during the entire session. 

Wholesale dumping out of stocks is not considered patriotic 
at this time, when so much depends on people keeping cool 
heads. Babson is a seriousminded market forecaster, but the 
mere fact that he makes more money selling his advice than 
by following it is evident that he is not sure he is right. If 
he believed he knew what stocks would do he would not sell 
his advice for millions—would be foolish to do so, as all 
the world’s wealth would be his for the taking. Babson has 
capitalized the fact known to everybody, that if you buy 
stocks at low prices and sell them at high prices you will 
make money. 

If people want to pay him for telling them that, there is 
no law to prevent it, but for such a man to come out at a 
critical time like this and advise wholesale dumping of stocks 
in order, as he admits in yesterday’s letter, to take money 
advantage of what our boys are doing in France—well, 
maybe it is good business, but it brings nearer the day when 
the Government will be compelled to take charge of the New 
York Stock Exchange and make a public record of every 
purchase and sale. 


Apologies to Livermore 
_ Mr. Jesse Livermore, apologies of this column are due you 
in the light of Babson’s coup. You, at least, are a good 
sport and risk your own money when you do things in the 
market. 

Now that it is all figured out the stock market will be 
easy to handle. When our boys are winning sell stocks and 
cash in their blood and agony. Then if perchance our 
heroes meet a reverse it will furnish a’splendid opportunity 
to pick up bargains. Thus both victory and defeat will have 
their satisfying features. It will make stock jobbers more 
glad to see victory and enable them to restrain their sorrow 
in defeat. 

Investors who do not care to deal in bloodshed and who 
believe in keeping the home fires burning till the boys come 
home, stood by their investments yesterday so the market 
did not develop into the rout that the early sellers hoped it 
would. 

News from the battle front was encouraging to all real 
Americans and instead of causing them to sell it inspired 
them with a desire to prove to the men at the front that the 
good people at home are standing firm in their absence. 
Hundreds of thousands of soldiers have their fortunes tied 
up in the stock market directly and indirectly and nothing 
will unnerve them so quickly as to learn that the more vic- 
tories they win the more their fortunes will be attacked and 
worn down by the slackers at home. So patriotic bankers 
urged their people to stand firm. 

So intense was popular indignation in regard to the Babson 
coup that little attention was paid to other factors. Reports 
from Washington in regard to taxes did not differ from 
those current for several days. Crop news was about the 
same. 

Only in regard to railroads was there any new sentiment. 
Whether it is deliberate or merely accidental it is a fact that 
the public is getting the impression that Government authori- 
ties believe the railroad companies padded their earning 
figures for the three years on which lease figures are to be 
based. 


Insiders Are Out 


It is no secret that insiders sold out. The writer of this 
column has asked for comparative list of stockholders of 
leading railroads and has been denied, because the showing 
would be so bad for directors and rich men. If the Govern- 
ment has discovered, to be true, what the public only sus- 
pects, then the general public may be yet facing very heavy 
losses in railroad investments. The writer of this column 
has believed railroad stocks to be very cheap, but if the 
figures are as false as the Government is leading the public 
to suspect, then a mistake has been made. 

It must not be understood that there has been any deliberate 
falsifying of figures, but if cash has been carried to profit 
that should have been expended for up-keep, then the net 
earnings have been padded to just that extent. It is certain 
this has not been done by some of the lines, but if even one 
should be proved guilty it would cast suspicion on all. 

So the speculative outlook for the rails is not good until 
there is some definite official statement on this point. Signing 
of the railroad contracts would dispel much of the doubt. 


Keep Busy and Stop Worrying 

Let the business man consider what has been said by the 
prophets of the day, and then let him study his own indivi- 
dual business. The piano man has a small territory to 
cover. What is happening in his own section is probably 
entirely different in another. The piano man who knows 
how many people are in his territory, how many homes and 
how they are owned, how many farms that are free of 
mortages, but which give possible piano selling risks, can 
lay aside these omnibus predictions and spend his time in 
striving to get business along his own lines of selling. 

Let him put aside the worry and bother of presidential 
eventualities, let him read about the “choosing” of Presi- 
dent Coolidge without worry, let him close his ears to those 
politicians who care little for business and a lot about their 
own elective possibilities, let him know what is what in his 
own territory, and then let his brother piano men in other 
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sections do the same, and there will be found that the piano 
business is the finest profit-maker in the world if only the 
piano be given half a chance to sell itself. 

The piano, however, always needs encouragement, and that 
instilling “pep” into piano selling is only the medicine that 
confidence aroused through the faith of those doing the 
selling gives to the piano and its manifold ability to make 
home what it should be, a comfort and a place of happiness. 

Let the piano man take care of today, and tomorrow will 
always be just what the today has been made by the dealer 
and his salesmen. If the Republicans say President Coolidge 
must run for President again, and the Democrats say that 
Will Rogers should be their next choice as candidate, don’t 
let that assume proportions of disaster, for the good old 
world will go on just the same, no matter who is president, 
whether it be a man or a woman. Just sell pianos and 
Cotiect Now. 





Ampico Symphonique Presented 
in Hour of Music Through WJZ 


The Ampico Piano Company presented an hour of music 
through WJZ on Monday, September 12th, which was re- 
markable in many respects. First of all there was presented 
to the radio public the first public audition of the new 
Ampico Symphonique. In addition there were some of the 
most popular artists now recording for the Ampico, whose 
records have made hundreds of friends for the Ampico 
Among those who were heard during the evening 
Frank Black, Adam 
Fairschild and 


library. 
were J. Milton Delcamp, Zez Confrey, 
Carroll and the well-known Ampico twins, 
Rainger. 

The program was given in celebration of the event of the 
first appearance of the Ampico Symphonique in the ware- 
rooms of the Chickering, Knabe, Mason & Hamlin and 
John Wanamaker. The program opened with Frank Black, 
Ampico recording artist and his orchestra of fifteen men, 
playing a tabloid version of Wagner's music, entitled “Wag- 
neria,” written in fox-trot time. 

Frank Munn, popular radio tenor, then sang a few selec- 
tions to the accompaniment of the Ampico. The starred 
number was Roses of Picardy. 

After the usual fifteen minute station announcement, Mr. 
Black played a piano solo, “Just a Memory,” which was 
followed by Zez.Confrey and the orchestra in his brilliant 
arrangement of “Waters of Minnetonka.” At this point 
Fairschild & Rainger who are creating a sensation with their 
two-piano work in the new Ziegfeld Follies, arrived and 
played the hits from the Follies, thereafter jumping into a 
cab and hurrying back to the theater to resume the play. 

J. Milton Delcamp was featured in the next portion of the 
program, replaying his latest recording with the orchestra. 
Mr. Frank Black and his Orchestra then came back into 
the program with “Sometimes I’m Happy” from “Hit the 
Deck,” leading up to the high spot of the program which 
headlined Adam Carroll and the Ampico alternating as solo- 
ists with the orchestra in the playing of the Rhapsody in 
Blue. Of Mr. Carroll’s performance the Herald Tribune 
said on the following morning that it was the most auspicious 
playing of the Rhapsody that it has had since having been 
played in person by its composer, Mr. Gershwin. 

Mr. Cross, the announcer, then asked the radio audience 
if they could tell when Mr. Carroll was the soloist and when 
the Ampico' had taken up the theme, everyone being invited 
to write their opinions to station WJZ. 

With the playing of the popular novelty, “The Doll 
Dance,” followed by the majestic chords of the Rachman- 
inoff Prelude, played by the Ampico and the orchestra, with 
which the hour had opened, the evening came to a close. 

The New York American, speaking of the Ampico Hour 
the next morning, headlined the program and said, “WJZ 
sprang something of a surprise in the way of the Ampico 
Hour. While not slated as a weekly event, the Ampico 
Hour should become one nevertheless. It was a divertisse- 
ment of good music and a proper measure of novelties what, 
with the effect of piano twins with only one pianist, the 
other being mechanical, in the two-piano piece which was 
part of the offering. A well rounded event was an innova- 
tion and destined, if the sponsors are foresighted to become 
a stay-put bit of entertainment.” 





Illinois Dealers Announce 
Tentative Convention Program 


The annual convention of the Illinois Music Merchants 
Association will be held in the Palmer House in Chicago, 
October 12 and 13. The formal program has not yet been 
announced, but the tentative arrangements call for discus- 
sions on piano promotion and group instruction of the piano 
in the school. Among speakers who are listed are Chas. E. 
Byrne, John H. Parnham, James T. Briston and Matt J. 
Kennedy. The subject will be, “The Piano Playing Tour- 
nament,” “Period Models,” “Financial Problems of the 
Music Dealer,” and “Direct Mail Advertising.” 

The Piano Club of Chicago will be in charge of the en- 
tertainment features. 
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ug Remarss 


bler 


in the same way,—and the fools know it. 
—OLiveR WENDELL HoLMes. 


plant. He libels an old, honored and respected industry be- 
cause he met a “Gip” in Chicago. 

I have been 35 years selling pianos. Have been honored 
by the Piano Merchants of New York City in serving as 
President of The New York Piano Merchants Association 
for two terms. All of the leading New York piano houses 
belong to this Association. It is my privilege at present to 
serve as First Vice-President of the Piano Merchants As- 
sociation of New York State. I know piano merchants 
throughout the country, and I assure you that no member 
of either New York Association or decent merchant, any- 
where, would tolerate the methods that Mr. McElliott por 
trays. 

There always was and always will be tricksters and 
common crooks, but why a magazine of the standing of 
“The Bookman” should permit its readers to draw the con 
clusion that Joseph McElliott’s “Selling Pianos” is the preva 
lent method is beyond me. 

Mr. Editor, in fairness you owe the ten thousand piano 
merchants of the United States a retraction. The methods 
described are not their methods. 

When Mr. McElliott, in describing the subterfuges and 
tickery of the mythical Wilson, states—“So also are most 
of his brethern in the profession. They must be *(tricksters) 
to succeed. To most people the idea that firms with as 
magnificent places of business, with such large staffs, with 
huge manufacturing plants, would descend to these ten-twent- 
thirt methods of exploitation seems highly improbable. Yet 
it is true.” Emphatically, that is not true, and only shows 
a lack of intelligence in the writer who states it. 

As to the piano manufacturers who are busy remodelling 
their huge plants to manufacture phonographs and radios, 
they are nonexistent. It would be an education for him to 
Visit a piano factory, provided he has not reached that 
maturity of judgment where a man cannot learn because he 
thinks he already knows. 

Respectfully yours, 
J. J. Grynn 


* Insert by me 


No Generalizations Intended 


The Editor of the Bookman responds to Mr. Glynn’s letter 
as follows 
September 22, 1927 


New York, 


John J. 
Mathushek & Son Piano Co 

37 West 37th St., N. Y. 
Vr. Glynn: 


Thank you 
tember 21st. 

We did not take Mr. McElliott’s article on piano selling 
to be an attack upon the piano selling profession, nor do I] 
think the author so intended. It was merely a record of a 
personal experience, as you say, with a gip house. We have 
been informed by a piano sales organization in Chicago that 
the facts Mr. McElliott sets forth are correct, and that the 
organization is undertaking to fight these methods. 

We should be very pleased to publish your letter. Un 
fortunately, it came in too late to be included in the October 
issue. 


Glynn 


Dea 


very much for your valuable letter of Sep- 


Sincerely yours, 
(Signed) Burton RASCOF 
Editor, THE BOOKMAN 
Misconceptions and Misstatements 
Mr. Glynn gives answer to the letter of the Editor of the 
follows 


Bookman as 


NEw 


Burton Rascoe, Editor, 


York, September 23, 1927 
Mr 
The Bookman, 
452 Fifth Ave., 
New York City. 
Dear Mr. Rascoe: 

Thank you for your letter of September 22nd. 
stubborn things. — 

It is a fact that Mr. McElliott’s article on “Piano Selling” 
makes no distinction, no exception, no reservation, but in a 


Facts are 


October te 1927 


comprehensive statement accuses all piano men and all piano 
establishments of the tricky practices he describes. 

In his opening sentence he tells the young man desirous 
of entering the piano business that the first essential is 
“a deficiency in merciful instincts.” 

In the concluding paragraphs of the article he states: 
“Pianos are at present out of style and a drug on the 
market.” He states new machinery is being installed daily 
in piano factories so that they may produce phonographs 
and radios and then he warns the housewife against opening 
her door to the young piano salesman; and nowhere in his 
article does he say that he is writing of a “gip” house. 
If he did his article would be constructive and not dettuncia- 
tory of an honorable industry. 

No one can be more opposed to the gip methods than 
the piano trade itself. Dishonest advertising and unethical 
practices are universally condemned. Please read the en- 
closed bulletin just issued by the National Better Business 
Bureau. That house may have been Mr. McElliott’s em 
ployers. The trade itself has denounced and fought its 
methods. 

: In fairness to the men whose character has been _be- 
smirched and to save the high and ethical standard of “The 
300kman” itself, I believe that a retraction is due, and | 
wil be pleased to have you make it either in the October 
or November issue. If you wish to publish my letter you 
have full permission to do so 
Respectfully, 
Joun J. Giynn. 


There Are Others! 


The letter sent to the Bookman stands on the theory that 
the publication of the article referred to in his letter injures 
The 
Rambler would like to accept this statement, but when there 
appears at the New York 
B. B. B. that a dealer in New York City is violating one of 
the New York State 1 


laws as to honest advertising, and carries 
this out to the claim the hous¢ 


ten thousand “honest” piano dealers in this country. 


same time a circular from the 


referred to has branches in 


other cities where the same methods of salesmanship are 
carried on, it does seem as though our good friend, the ex- 
York City take 
up the cudgel and proceed through the usual red tape neces 
to call the the lack of 
attorney elected to 
alled to the fact 


reading the daily papers 


president of the New association, should 
grand 
The 


do such things should have his attention c 


sary attention of a jury to 


respect for the laws of the state. 
that he is not doing his duty in not 
and the advertisements therein and then going after those 
said to be doing things that laws have been enacted 


the ] 


who are 


to protect innocent purchasers against being imposed 


upon. 


The Bookman articles, however, can not, if all be true 


that is said, be held in hand by legal means if the house 
that is said to be referred to is located in another state where 
God, of state and nation 
There the New 
New York branch of the 
that is said to be the that the 


handed down to Moses by the Supreme Being, and the which 


the infringements of the laws of 


are treated with contempt York associa- 
tion is held in abeyance, for the 


house one transcends law 


is supposed to stop all such things as being disrespectful as 
to what one shall side step as to covetousness, or that 
triumphal resort of all who believe that what one has is his 
latter covered under the 
Not Steal,” there 


own and that to covet or take, the 


command that says, “Thou Shalt is all 


is to it. 
What About Association Work? 


Advertising may lassified under the laws handed down 
to Moses as starting dishonesty by coveting their neighbors’ 
goods, etc., which can be applied to cash money of the day, 
and leading to stealing that cash money by defrauding the 
innocent purchaser in disclaiming that what was advertised 
is not what it was or words to that effect. The man who 
learned to sell pianos in two or three weeks or more did 
not complain as long as he got his money, but he evidently 
was not “rough neck” enough to hold on to his job. Then 
he thought of had 


benefit by the selling of what he wrote under cover of not 


writing what he observed to his own 


giving the name of the house. This is the first weakness of 
the writer who wishes to expose derelictions as to the duty 
to his fellow man by selling what he himself had operated 
on and being as guilty as any of those he condemns by 
inference, doing harm to those who are honest, and writing 
his screed in such a way that it applies to all selling pianos 
the Bookman should 


friend who 


protect the honest piano men by showing up 


Our good protests to 


the dishonest 
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Where there are laws that can apply to such 
practices they should be invoked. Here comes again that 
vital point. What are the Associations, civic, and 
federal, doing in this direction? What are associations for 


piano men. 
state 
if not to protect the honest members? But when one finds 
that generally those who are charged with offenses that are 
not good for the general public are members of these associa- 
tions, and when found in contempt of the laws of the day 
are not looked at askance by their brother members, then 
is it time to stop talking about the efficiency of the associa- 
tion ideals in piano manufacturing and selling. 


Glass Houses? 


Nothing is being said herewith as to the great amount of 
money that the piano associations and the little that is 
being given in return for the cash outlay, but the very fact 
that the B. B. B.s are about the only organizations that 
take up this work, and that without any assistance whatever, 
if all be true that is said, from the piano associations, then 
it does seem as though we are begging the question as to 
the honesty of the piano trade as a whole and allowing the 
innocent purchasers to be skinned and skunned. 

All this results in the stealing of sales away from honest 
dealers, who are in the majority, and who yet allow their 
reputations to be given a yellow tinge, just because they 
do not fight these so-called vampires that do acts of injustice 
to the laws handed down to Moses amid lightning and things 
jike that as recorded in the Good Book. The Good Book 
itself has had more to contend with by those who have 
represented it than any other, that being the preachers who 
hold in a way that all mankind is dishonest, for if all the 
demands that preachers make on the time and liability of 
the human race were carried out, there would be no jobs 
for these men who for thousands of years have done their 
best to traduce the Bible and all that in it is. 

The association preachers do not want to take up these 
questions of honesty in piano selling, because they know 
that the old saying about people in glass houses that throw 
stones are liable to be calling in a glazier the next day to 
creep in 


make repairs and allow the sunlight to over the 


gk 0m. 
Dishonest Pianos 


When one goes over the last results of organizations to 
create purity, and this applying to the piano, we must stand 
by, for the piano is only honest when it is in tune and can 
give to its owners, that is that part of it which is paid for, 
tainted music when it is represented by the sale men, and 
proven by playing upon it that its honesty depends upon its 
being in tune. 

Then we can go further in this analysis, as Judge Furbush 
would say, and ask the tuners’ association why it does not 
get laws passed that no piano be allowed to be dishonest 
because it is not in tune and can not therefore give forth 
true tones, and there being no true tones in the piano out 
of tune, then the piano is not honest as to its music. 

The associations and especially the National Association, 
never have encouraged the Tuners’ Association, so that 
organization has gone off to itself and is doing its best 
allow pianos to lead an honest life, but it does seem 
though the tuners are having about as hard a job of it 
are the preachers who dogmatize the Bible into a thing 
impossibility in a way, but not in all the ways, for there are 
some good, honest preachers who believe what they give to 
their listeners, and who do a lot of good. This does not 
give a solid foundation to the piano in that the piano is 
meeting with as many difficulties as the average member 
of a church and under the spell of a man who takes much 
and does little. 

The Tuners may at some time prove the untrustworthiness 
of the honesty of the piano, and there may be so many 
pianos that there will not be tuners enough to keep them 
honest, which is likened again to the fact that there are too 
many people for the preachers to keep in the narrow paths 
of righteousness, and no weapons to drive the wanderers 
from the broad road of facing the paths of least resistance. 


“After You, My Dear Alfonse” 


If the association idea had a lot to back it as to the 
wickedness in piano selling, then might there be something 
doing in the way of purifying those who are creating wrong 
impressions about the honesty of selling methods, but always, 
no matter what the line of commerce, there are to be found 
the wicked, just as there are found the wicked who don 
the robes of Christianity and pay to maintain the churches 
in the hope that there will be a cloak to hide their own sins. 

Who is to prove all these things that are said to be 
committed in the selling of pianos? The piano dealer does 
not want to take it up. The manufacturer does not want to 
lead in prosecutions that our people hire men who to do 
for we find that the carrying out of the laws of the country, 
state or municipality, are on a par with the inaction of 
those who are employed at much larger salaries than are 
paid the officers of county, state and nation to protect the 
innocent purchaser, sit back in their easy chairs in better 
offices the men who supply the money to pay for such 
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luxuries, and blandly say to those who pay their salaries, 
just as the legal occupants of official positions say, “Bring 
on your bull; give us the evidence through your attorneys, 
and we will see what can be did,” or words to that effect. 


Other Businesses—Other Sins 


No wonder there are no prosecutions in the piano business 

for the piano is sold just as all other products, by the best 
salesmen that know their oats, and accepted by the innocent 
purchasers who have no actual redress, as is shown by the 
circulars that are sent out to the papers, but which receive 
no attention from those papers for the reason that advertis- 
ing rules the papers. Fear dominates the one who has been 
beat out of a sale by misrepresentations that are just as 
good as are the misrepresentations made by the so-called 
“operatives” that go out into the wilds of piano selling, give 
names that are not true and addresses that are void, and then 
obtain their information at so much per, even though know- 
ing so little about the piano business the reports are laugh- 
able (though true) when one thinks of how they are ob- 
tained. 

Let a piano man try and get a square deal as to offerings 
of silk stockings, and see where he will land. Let him get 
his wife to strive for an honest deal in almost any depart 
ment store where special bargains are offered as to the 
shining sheathing of the most attractive part of the female 
body as revealed today, and his wife will return all mussed 
up in her mind as to what she bought or what was told her, 
unless she got actually, really got, the thing of honest pro- 
duction and sold through name value. 

The B. B. B.s have just as hard a time of it getting 
evidence that will protect the innocent purchaser as do the 
The trial failed by the 
Chamber of Commerce to carry on a B, B. B. and this effort 
The Musicat Courier 


for 
oO 


Extra is the only paper published that made a fight 1 


piano associations. was made, but 


was confined to advertising alone 


honest advertising, and in this it was patted on the back 
by every dealer who had to meet the competition of mis- 
this work created 


representation thus exposed. However, 


enemies who never forgot the truth telling, while the dealers 
who were benefited and given pabulum to work on forgot 
all that this paper suffered after the travail was over 

killed the B. B. B. of the 


of the 


that 
Chamber of Commerce. The 
who sold the dealer who was exposed was at onc« 


It was this condition 


influence manufacturers 


brought 


to bear on the Chamber of Commerce, just as it was on 


this paper, and there could be no results of a satisfying 


character. 
What About It? 
Can the Chamber of take 
that are thrown out by the magazines and the B. B 


Commerce up the illustrations 
B.s and 
gain anything ? Why ask? Because if the association can not 
do anything, then what is the good of this farce that is 
carried on by the association idea that is costing hundreds 


of thousands of dollars, that has done so little good that the 


newspapers of the day expose the dealers who do not adver- 
tise with them? 

The Chamber of Commerce has spent a lot of money in 
the carrying on of the Bureau for the Advancement of 
Music, and that body has done a great good, but hampered 
because it did not have any patronage to give out to the 
papers that have been asked, and did, give much in the way 
of space to the piano and music. 

The return for this was plainly indicated when a lot of 
manufacturers subscribed to a fund for advertising the piano, 
but did not realize that it for years have been building up 
an organization that could have used this appropriation to 
great good in returning to the papers that had helped it to 
this patronage. Instead they organized another department 
outside the fold of the Chamber of Commerce, paid big 
money for the doing of what already was in organized ability 
to handle the money that was spent in the publications that 
did not help the Bureau for the Advancement of Music. 
Just what percentage of this appropriation appeared in the 
prints of the day is not known, but there seemingly is a lot 
of the appropriation being spent to prove that what has 
been used is doing the piano a lot of good. 

To prove this, just read what these B. B. B. circulars and 
letters tell—that all pianos are dishonestly sold, if all that 
be said about it be true. With all this before us let it be 
said that the honest dealers are doing at this time a good 
business. The few that are dishonest are having a bad time 
of it—business is bad with them. 
instrument to be thrown into the discard by what the 
do to it. 


The piano is too big an 
few 


In fact, let it be said, the Piano is the Bible of Music, 
and no great disaster can come to it. There are less indi- 
vidual plants today, but they are greater, and that the piano 
is honest in itself shows in the fact that today there are 
a greater number of strictly high grade pianos, and that 
means honest pianos are being sold more than ever before in 
the history of that instrument, which has made music what 
All of which proves that the incidents that are 
the piano by 


it is today. 
causing so much discussion are not “killing” 
any means. 
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Other Action of the B. B. B.’s in Cleve- 
land That Serves to Emphasize the 
Necessity of the Piano Industry 
“Cleaning House” Without Outside 
Interference. 

With all that has been said in the preceding article about 
the Bookman printing a story and the copyrighted circular 
of the New York City B. B. B., there is a letter dated June 
10, 1927, sent out by the Cleveland Better Business Bureau, 
“Merchandise 
Starck letter 
Nothing 


Inc., of Cleveland, Ohio, under the heading, 
Information.” Here is a letter similar to the 
that was sent out by the New York City B. B. B. 
letter 


has appeared in any of the papers in regard to the 
l 


of the Cleveland B. B. B., and it might not be amiss to 
reprint this letter, in view of the tumultuous convention 
held by the Ohio State Association in Cleveland during 


September. This letter is as follows: 


CLEVELAND, O., June 10, 1927. 
1906 Euclid Avenue. 


\n ExperreNceE WITH THE SCHULZ PIANo CoMPANY 


This company’s newspaper advertising generally 
pianos at relatively low prices 

For a considerable period over which the Bureau has been 
watching their advertising it has been noted that there have 
been a great many superlative statements such as “this is 
one of the grandest player pianos that ever came from the 
hand of man,” or “Piano history is being made by this 
stupendous outfit offer.” Such words as “amazing” and 
“sensation” are frequently used. These phrases and terms 
generally apply to the low priced instruments which they 
teature in their advertisements. 

When the bureau observed that this kind of advertising 
persisted it concluded that possibly the low priced pianos 
which were offered with such glowing descriptions might 
be merely “bait” to get customers into the where by 
high pressure salesmanship and by a process of knocking 
or running down the advertised merchandise the customers 
could be “switched” to a higher priced instrument. 

Another characteristic of the advertising has been the so- 
called “Free” offers that have been used from time to time 
presumably as additional “bait.” This consists of stating 
to the prospective purchaser in the advertisement that a 
number of articles such as a scarf, a bench, a lamp, a chest 
of silverware, a dozen music rolls, a roll cabinet, etc., will 
be given free with each piano purchased. 

On March 6th of this year this company ran an adver 
tisement in a local paper containing many of the objection- 
able features outlined above. This advertisement was re- 
peated on April 6th and the Bureau concluded to buy one 
of these “5-piece player piano outfits” for the attractive 
price of “$227.00.” 


features 


store 


We accordingly arranged for two people to purchase a 
piano. They went to the Schulz store the evening of April 
Sth, and were shown the piano and the “free” things. The 
same man told them if they bought a new instrument it 
would be sent from the warehouse. They naturally stated 
they wanted to see the identical piano they were to buy. 
They were told, however, that that was absolutely unneces- 
sary, so they paid $25.00 down and were offered a blank 
contract which they signed after some protest. Thirty-five 
dollars was the down payment asked. 

The salesman told them to come back later and he would 
have the actual piano that was to be delivered ready for 
inspection. : 

They returned five days later in the afternoon but the 
salesman who had waited on them before was not in and 
had apparently left no word about the piano. Another 
salesman spent some time in trying to convince them that 
they should cancel their order for the $227.00 piano. and take 
one priced at $800.00. He drew many comparisons between 
the two pianos which indicated that he did not think much 
of the cheaper one. 

The salesman finally promised, however, that he would 
get their piano up from the warehouse, so they could see it 
the next afternoon. ; 

They called again the next day. The second salesman 
met them again and stated that in the rush the matter had 
been overlooked and the piano had not been brought up 
from the warehouse yet as had been promised. 

He tried again to get them to cancel their order and take 
a $725.00 instrument which he said he would let them have 
for $400.00. Failing in this he called the first salesman and 
took him to task for not getting the piano up from the 
warehouse. Then both salesmen insisted that it would be 
unnecessary to see the piano anyway as it was exactly like 
the demonstrator. : : 

“he customers suggested a willingness to go to the ware- 
house if it would be any easier but they were told they 
wouldn't want to do that as it was way down in the flats. — 

Again the second salesman promised to have the piano on 
the floor for inspection the following afternoon. The cus- 
tomers called the next day. They were shown a piano which 
the salesman said was ready for them. Again the salesman 
tried to switch them from their original order to a $400.00 
piano, saying: “We don't guarantee this one and with the 
$400.00 one we give a ten-year guarantee.’ He was re- 
minded that the other salesman had offered a one-year guar- 
antee on the $227.00 piano whereupon they were informed 
the guarantee would NOT be in writing. After listening 
to some more knocking of the $227.00 piano, the customer 
asked if it was the one from the warehouse. They were 
informed it was but they later identified it by the factory 
number as one of the demonstrators which they had seen on 
their first visit. : 

The customers then agreed to take it. The salesman then 
told them that they must not buy it because it would not 
hold up. He said some salesmen would say anything to 
make a sale but he was not that kind. He reiterated that 
the piano was no good. The customers ventured the opinion 
that running down the merchandise in this manner would 





20 


injure the store. He answered that it would but as long as 
it was not in writing nothing could be done about it. 

When the salesman got the papers ready for their signa- 
ture the customers offered the $10.00 balance of the down 
payment. The salesman feigned great surprise at this offer. 
He said they would require $25.00 additional. He said they 
must have misunderstood because he had told them on their 
first visit that the down payment would be only $35.00 if 
they had an old instrument to trade in. 

The advertisement distinctly said that if there is a trade- 
in NO DOWN PAYMENT IS REQUIRED. 

The other salesman then intervened and suggested that 
the money be given back to them. One of the customers 
then asked for a few moments to go out and get the addi- 
tional $25.00 needed. He returned shortly with the money 
but just before the deal was closed one salesman remarked, 
“You are perfectly satisfied and know that this is not a new 
piano ?” 

The customers of course told him they had been dealing 
on the basis of a new piano. They expressed their disap- 
pointment at finding out this fact after all the trouble they 
liad been to so their $25.00 was refunded to them and they 
left disgusted. 

[here were a total of four visits to the store over a 
period of eight days in an attempt to buy this advertised 
piano. Every obstacle was placed in their way. The piano 
was “knocked” repeatedly by the store. In the end the 
piano was not purchased and probably could not have been. 

Mr. Harold Howson took over the management of this 
store on April 20th. This, it will be noted, was some time 
after the above experience 

\ Bureau representative has discussed this report with 
him and has received his assurance that under his manage- 
ment no such advertising or selling practices will be coun- 
tenanced. 

The Bureau appreciates this expression of cooperation on 
the part of Mr. Howson. 


A Pertinent Query 
What has Starck 


apply to this Schulz incident, for incidents they are. 


incident can 
They 
the Good Lord knows, but the attempt to 
incidents 


been said as regards the 
ure bad enough, 


itilize these as showing the standard of piano 
The Rambler 
does not know how long the Schulz Piano Company has 
The 


methods 


selling throughout the country is a mistake. 


been operating in Cleveland. Starck house has been 
known 
to time to 
bring about readjustments that would satisfy the complainers 
who are in the main those who lose business. 


As to the 


told about in these letters and articles, the one point that 


operating for many years. Its have been 


and there have been movements made from time 


two houses that are complained of and as are 


The Rambler desires to bring out and that clearly, is this: 


Why is it necessary, as has been said before, to have piano 

associations and those associations operating for years, cheek 

1 with the Better Business Bureaus and the dealers 

of, and nothing done except on the part of the 
susiness Bureaus? 

celebrated Baltimore case that resulted in the sending 

r to the Atlanta penitentiary was not through 

ciation. It was the work of individuals 

The 


prosecution 


burden as to expense and time associa- 


of taking part in_ the and 


i piano dealer who was aided and abetted 
1¢ did by manufacturers who were members of 


Association. 


Concerted Action Needed 
MUSICAL 
lack of organization or probably, 


is presented in the CouriER Extra in 
indicate the 
would be better t 


When 


ef Commerce he set in 


say, lack of incentive toward given 
Richard W. Lawrence was president of the 
motion the appointing of 
ymmittees who take up certain vital points in the associa- 

rk No on 


mittecs are 


can arrive at any certainty as to how 
working or what they are working 
they have accomplished, but it would seem that 
od business” for committees to be appointed 


such 


hem and off some 


as are printed herewith and dig 


solution for the removal of these 


the protection of dealers who are injured as 


f piano sales made by houses who are said 


eevond the 


ler has 


border of ethical lines 


re Ramb sold pianos for many years and then, 


between forty and fifty ago, there were just as loud 


yearTs 


there are to what were termed 
methods. The inci 


complaints then as now 


disreputable lents are no different than 


what can be found in other commercial lines as The Ram- 


bler has time and time again presented. There are disreput- 
able methods employed in 
this goés back 


of the 


every retail commercial line and 


into the selling of the products of the fac- 


world. The attempts of associations and of 


Rambler, are as hard 


has not to do with 


in the estimation of The 
Volstead 


ing but is simply utilized as a comparative illustra- 


as the Act, which 


Honesty Is With the Individuai 


selling of 


pianos honestly remains with the individ- 


It matters not how a dealer sells pianos, whether hon- 


estly or dishonestly, the association idea has never prevented 


dealers from obtaining pianos from manufacturers in order 
to carry on the methods of selling that are so violently com- 
With all that has been said herewith, with the 

Musical 


Extra regarding unethical selling methods, what have the 


plained of 


columns that have been printed in the CouRIER 
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associations done to prevent unethical piano selling, and 
let it again be asked, what are the associations going to do 
to stop these unethical methods? 


eRe 


A New Adage of Modern Business— 
“Fine Feathers Make Profits Hard 
to Find’—Some Thoughts About 
Store Location and Overhead. 


There has been much said by The Rambler from time 
to time regarding high rents in piano selling. That high 
rents must be paid for some lines in retailing must be ad- 
mitted, but fine stores do not always produce fine profits. 
It is becoming recognized by the ultimate buyer that he 
pays the bills. At the same time, the one who bargains to 
pay high rents realizes while he is spending his customers’ 
money through the overhead, that his percentage of the dif- 
ference as between wholesale and retail costs does not show 
good business ability in chipping off his living percentage 
as profit in the second of the three stages, that is buying 
price, overhead costs, and selling figures, to say nothing of 
the percentage of losses in collecting. 

To return to the rent and its bearings on profits the 
New York Times recently said in its commercial depart- 
ment under the heading “Too Much Efficiency,” that it is 
possible to be too efficient has lately been discovered by a 
certain out-of-town wholesaler of knit goods. This man, as 
the case was related yesterday by a local selling agent, was 
persuaded by his son to remove to smaller quarters on the 
ground that a rent disproportionate to the size of the busi- 
ness was being paid. The young man had recently been 
graduated from a collegiate school of business, and his 
father thought a lot of his opinion. At that, however, he 
did not accept the idea of cutting down his space without a 
struggle. He realized that the rent really was high where 
he was, but he knew that the business had been prosperous 
from the time those quarters were taken. 

“Finally, however, the older man capitulated, and smaller 
quarters were taken. Almost at once things started to hap- 
pen. Credit investigators from various agencies appeared 
on the scene, and there was a slump in business for which 
the older man could not account at first. By careful in- 
quiry, though, he determined what the trouble was. His 
taking smaller quarters had given the impression that his 
business was slipping, and the unwillingness of his cus- 
tomers to be tied up with an apparent loser was doing the 
rest. 

“After three months in the new place he moved back into 
the old one, which had not been rented in the meantime. 
He is at present paying rent on two places, one of which is 
not occupied. The younger man is less anxious to talk 
efficiency now.” 

This illustrates the problem of location, and can well 
apply to the piano dealer that carries side lines to do a little 
as to store sales of side lines, store sales of pianos, and com- 
paring this with the sales on the wareroom floors with the 
outside work and sales closed in the homes of the buyers. 
It pays to think and figure about these things. 


eer es 


The Perkins Glue Company Gives Out 
a Little Business Sermon That Is of 
Value to Piano Men—Some Healthy 
Advice. 

That bright little publication, “The Stick,” issued by the 
Perkins Glue Co., gives us from time to time something to 
think about along with a few bright sayings that induce the 
business man to smile and feel that there is some sunshine 
in the world after all. There is, in the last issue, dated 
September 20, a nice little piece of poetry entitled “Fisher- 
man’s Luck,” by Edgar A. Guest, that all should read, for 
it leads to a serious comment upon the question of price. 
This article is headed, “Value-Price,” and is as follows: 


Value-Price 

Are these words interchangeable or synonyms? Webster 
gives “value” as a synonym of “price” but it really is not, 
although a number of people confuse these two words. 

Price is the money you pay for an article. 

Value is the worth of any article. ' 

Price concerns the seller mostly. He tries to get as high 
a price as possible, sometimes jeopardizing future business 
by charging too high a price for value given. / 

“As buyers, you are concerned more with value than price. 
When you buy a low priced article you get similar value. 
Shoes can be bought as low as $3.00, however, you pay as 
much as $10.00 to $12.50 for shoes because you know the 
value of the higher priced shoes and value is what you want, 
not just price. ; : 

Bargains are not always obtained when prices are re- 
duced. You may still be paying more than the value of the 
article, as the original price may have been too high for 
the value of the goods. . 

Buying an article merely because the price has been re- 
duced is not good business practice. Buyers should be con- 
cerned with values not price. Watch values, and prices will 
take care of themselves. In watching and checking values 
of different articles do not confuse the value with price. 
Value must be compared with value. We do not measure 


October 1, 1927 


butter by the yard or cloth by the pound. We measure each 
by its own standard. Do the same with values—do not get 
your standard of measures mixed. Measure value with 
value. Then if you want to measure prices with prices all 
right. However, don’t confuse or try to measure value by 
price. An article of one manufacturer may be higher priced 
than a similar article of another manufacturer but the 
difference in values may more than offset the difference in 
price. 

There are two sources from which the value of an article 
arises—raw material and human skill. Raw material- con- 
tributes strength, uniformity, long life, and serviceability; 
human skill contributes design, construction, and application, 
resulting in appearances which are good, pleasing, different, 
exclusive, and individual. Another factor constituting value 
which is not tangible, is the reputation of the concern man- 
ufacturing said article. The concern who has the reputation 
for manufacturing a product of high quality and good ap- 
pearance does not want to lose that reputation by manufac- 
turing articles of inferior quality—so it pays to investigate 
the reputation of the concern manufacturing the article you 
with to buy. 

Many factors are required in arriving at- value but only 
two are required in arriving at the price—the cost of the 
raw material and the cost of labor to manufacture it, to this 
should be added a fair profit. The result is the right price. 

Reductions in prices are warranted by reductions in raw 
materials or increased volume of production or mofe efficient 
manner of production, which lowers cost of manufacturing. 
If these factors are absent and prices are lowered you want 
to look twice before buying. Then reduction in price either 
means the original price was too high for the quality given 
or it means lower grades of raw material are being used or 
some step of the manufacturing is slighted, resulting in a 
cheaper finished product. This may not be noticeable on the 
surface but time will tell—when it is too late to be reme- 
died. 

Don’t confuse prices and values. Don't take an article 
merely because the price is lower than another, or because 
it has just been lowered. Investigate and compare quality 
with quality. As stated before you do- not buy $3.00 shoes 
because of the low price but you buy the higher priced ones 
because of the high quality. 

If you remember and follow this rule in your business 
activities it will be best for you and more economical in the 
long run. It is not difficult. It simply means not confusing 
price and value. 

Price is the money you pay for an article. 
worth of an article. Value should 
price does not always determine value. 
two, they are two different things. 


Value is the 
determine price—but 
Do not confuse the 


No More Post Mortems 
There are four little sentences that appeared at the bot- 


tom of each page of “The Stick” as follows: 


Happiness doesn't just happen. 
Thrift is the father of independence. 
Yesterday is dead, forget it. 

Hope, but hustle also. 


The one that seems to appeal most to The Rambler just 
at this time is that which refers to yesterday as dead and 
We hear a great deal of talk 
in the piano trade about how this month or that month of 
this year compares to that of the months of the 
yester-years. What bearing that can have on getting down 
to brass tacks, to the getting of piano sales, of the driving of 
collections and sticking on the job as tight as the Perkins 
Glue sticks, which will bring about a different atmosphere 
in the piano business. 


advice is given to forget it. 


same 


a 

William R. Steinway, European General 
Manager, in New York on Visit— 
Paul H. Schmidt Returns from 
Lengthy Trip Abroad. 


Sunshine radiated throughout the Steinway Building on 
Tuesday of this week, for William R. Steinway, the Euro- 
pean manager of Steinway & Sons, and Paul H. Schmidt of 
the New York Directorate, arrived from Europe. Paul H. 
Schmidt returned from Europe after several months of intense 
application to the interests of Steinway & Sons and William 
R. Steinway arrived on a visit to this conntry, to foregather 
with the Steinways of the United States and representing 
the Steinways of Europe. 

These two representatives of the Steinway blood arrived 
at the Steinway Building at 1 o'clock on Tuesday and at 
once settled down to the work that was before them. Those 
who are intimate with the workings of the Steinway organi- 
zation are aware that each individual who holds office posi- 
tion in the Steinway organization has work to do and much 
of that is the building to the name of Steinway and at the 
same time, protecting the name of Steinway. 

The amalgamating of the interests of the United States 
Steinway business and those of the European interests is 
one that requires constant intercourse and therefore, the 
many trips that Steinways make or the Steinway representa- 
tives make, indicate the importance of this amalgamation 
and co-operation. Ernest Urchs has been in Europe this 
summer and will not return this year. The visit of the 
months spent by Paul H. Schmidt in Europe took up an 
entirely different phase of this great institution. While 
in Europe, Mr. Schmidt visited the majority of the countries 
where the Steinway piano is represented, many of these 
visits in company with William R. Steinway, who is the 





October 1, 1927 


head of the European interests as General European Man- 
ager. 

It is no easy business to protect and defend a business 
such as that of the Steinway, for even though the Steinway 
piano itself is impeccable as to its purity, there must be 
withstood those attemps represented in the claims of some 
as “just as good,” and the entire organization of Steinway & 
Sons watches and keeps constantly guarding the Steinway 
name and the Steinway piano. This is characteristic of all 


NY 
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free from commercial earmarks. There are no strings at- 
tached to it, he told the school board, and no hidden jokers 
in the proposition. He came to them, he said, because the 
participants in the contest are all school children whose in- 
terest in music will be aroused quite apart from any business 
which may accrue to the piano dealers. The piano had been 
chosen by the Baltimore American, he said, because it is the 
basic intrument of music and the one instrument which is an 
part of every home. Finally he 


integral well-furnished 


IN 


Reading from Left to Right: Ernest Urchs, New York Concert and Artist Department; John 
Eshelby, Assistant Manager, Steinway & Sons, London; Paul H. Schmidt, representing the New 
York Directorate; Theodore Ehrlich, Manager Hamburg Export Factory; William R. Steinway, 
General European Manager; F. A. Vietor, Manager New York Mechanical Staff; Max Mueller. 
This picture was taken September 10, 1927, at Rathgar, 


German Concert and Artist Manager. 


William R. Steinway’s estate near London. 


i Ue 


the Steinways who are interested as members of the family 
and as stockholders. There is no finer amalgamation as an 
organization that is carried on in as sincere and real a belief 
in what the work means, as is the Steinway organization. 

There is given herewith a picture taken at the English 
estate of William R. Steinway, of F. A. Victor, William R. 
Steinway and Paul H. Schmidt. The second picture is taken 
at the same place, Rathgar, William R. Steinway’s estate 
near London, September 10, 1927, and was the occasion of 
the business meeting wherein the interests of the Steinways 
were discussed. 

It can be well understood that it requires application and 
sincere effort at all times to maintain the position that the 
Steinway House and piano have secured and this means 
the meeting as between the officials of the United States and 
of the European departments of Steinway & Sons. 

William R. Steinway will remain in the United States for 
a short time but will not be able to visit throughout the 
country as his duties in Europe are somewhat onerous and 
claim his personal attention in all directions. 


Baltimore School Authorities to 
Sponsor Piano Contests 


Altering their former attitude of opposition, the Board of 
School Commissioners of Baltimore have given official per- 


mission to the sponsors of the Baltimore Piano Playing 

Contest to use the school auditoriums for the contests. 
This important decision came as a welcome surprise after 

the discouraging experience with the school board cn the 


inauguration of the contest last spring. It was confidently 


expected that the school board would “see the light” as a 
result of the widespread favor the contest would be certain 
to attract, but it was not hoped that any change would come 
before the end of the contest. 

Disheartened not at all by the refusal of the school author- 
ities to have anything to do with the contest on being ap- 
proached last spring, E. A. Convery, contest manager, ap- 

and again argued 
number and quality 
of public officials indorsed the contest 
in print. He pointed out the dignified and _public- 
spirited nature of the stories and pictures which have been 


before a recent meeting 


pointed out the 


peared 
the case. He 


who have 


appearing in the Baltimore American, under whose auspices 
the contest is being conducted. He made it clear once more 
that the thing is a civic proposition, and is being kept entirely 


pointed out that unless the use of the schools were forth- 
coming it would be necessary to hold the play-offs and the 
finals in the motion picture houses and theatres. 
give a commercial air to the contests, he 


This would 
said, which their 


Another photograph snapped at Rathgar. 
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there was last spring. The Board of School Commissioners, 
while not going so far as to indorse the contest idea, gave it 
their roundabout indorsement by means of written authority 
to use the 75 school auditoriums. 

Now the plans laid carefully last spring and fostered 
throughout the summer by means of judicious and generous 
publicity in the Baltimore American are bearing fruit. Three 
thousand bona fide entrants have sent in their names, and 
special care has been taken to see that there was no stuffing 
of the lists for the sake of talking about a grand total that 
did not 


1 


exist. In order to give further strength to this 
policy, a closing date for entries was announced and adhered 
to. Since the figure of 3,000 was reached, only those chil 
dren are permitted to register who have a good excuse for 
failure to do so during the summer. 

Mr. Convery is now at work, after a two-weeks’ illness, 
on plans for the first preliminary contests, and on the matter 
f assigning judges to various schools. The services of 75 
music teachers have been enlisted; and they are taking great 
interest in the contest as its benefits are made clear. 

Balii 


more’s newest, largest, and most beautiful motion picture 


An office has been opened in the Stanley Theatre, 


house, and the management has offered the use of the theatre 
free of The 


charge for the finals. theatre holds 3,800 
persons. 

The contest showroom in the Hearst Tower Building on 
Baltimore Street, one of Baltimore’s chief business thorough- 
fares, is attracting considerable attention. Crowds have been 
gathering before the window display in such numbers that 
traffic policemen have warned the management against block- 
ing the sidewalk. 

American 


The publicity given the contest in the Baltimore 


is giving splendid results. Three column pictures and half 
column news stories have been appearing daily for more than 
two months, with a full page of pictures, stories, and adver 
tisements every Sunday. 


Added Duties for Paul Fink 
Paul Fink, vice-president of the George Steck Plano Co., 
has been appointed assistant director of wholesale sales of 
the Aeolian Company. Mr. Fink will assume the duties of 
this position in addition to his present responsibilities. 


W elte-Mignon (Lic.) October List 
The October releases of Welte-Mignon licensee artist re 
The 


The featured artist 


cordings are now ready for delivery. list, as usual, 
fairly scintillates with brilliant pianists. 
of the month is Richard Singer, whose masterly recordings of 
the Wagnerian cycle have brought him considerable fame 
and popularity among reproducing piano owners throughout 
the United States. His offerings for October include thx 
complete D-minor symphony of Cesar Franck, recorded in 
four rolls, and Finlandia by Sibelius. Eviyn Howard-Jones, 


whose amazing technique on the occasion of his American 


debut a few seasons ago was one of the sensations of the 


Reading left to right: Paul H. Schmidt, William R. 


Steinway, F. A. Vietor. 


sponsors deplored, and which was not desirable from any 
point of view. He wanted the use of the school auditoriums, 
he said, so that the children would be called upon to perform 
in a suitable atmosphere. 

There was no discussion of the proposition this time, as 


year has another new number, Gardner’s London 
George Liebling, true poet of the keyboard, has a 


roll in his 


Bridge 
second 
Other artists on the 
list are Vincent Larrimore, Eric Zardo, Harry Perella, Erno 
Rapee, and Franz Serli. 


Strauss Reminiscences. 





MUSICAL COURIER EXTRA 


The Standard Bearer of the Piano 
Business—The Small Town Dealer 


The Personal Influence of the Small Dealer Is Upholding the 
Prestige of the Piano and Building Sales 
for the Big Dealer 


When Will He Be Accorded Just Recognition and Assistance? 


Ww." the é¢ver 
apartment life, 


real future of the piano business. 


the exodus from the crowded cities to a mild form of back t othe soil is about to start. 


decreasing space facilities afforded in the large cities through the development of 
g I 

the mind naturally turns to the smaller cities, towns and hamlets as holding the 

Every once in a while someone comes forward with a prediction that 


Each year, how- 


ever, sees more and more farms deserted for town life, while a certain fixed proportion of the small town 


population moves to the big cities, 


which are also the industrial centers. 


The baby grand met the first of the space restrictions with the argument that the baby grand in reality 
required no more floor space than the ordinary upright, but now to all appearances the ordinary sized 


has no place in the modern apartment 


pian 


The diminutive 


appearance and lil 


» which 1 w making an ste 


in popularity is still another. attempt to answer 

m. It will no doubt have consid l 

space restriction 

are concerned 
The sult 


here 


steady extension 
has come t ean to many people 
Apartment dwellers belong to the 


they learn to dislike their neig , or the 
r, or anything else, and 

ively simple operation with few 

on with the amount accumul 


ordmary home 


The Small Town Dealer’s Work 


Nal industry today, it 1s the 


small de 


the sticks, as those of the big cities are 
is actually on 


] 


ty and 


; personal 
future prosperit 
the piano rests 


j 1 
dealer 


trade, 

store d ion, made the follow- 
which outlines the gradual transi- 
said Mr. Taft, “each typical trading 
1 tates included a 
a horse 
each tow! 


ing various 


its wake, 
posts we find the 
meentrated in 


has become 


£ the 


the retail 
on of centers 


means 


r and at 


was slow 


a definite 


area. 


ut 1900 howe r anew rtation be- 


appear The development and distribu ion of the 


‘car in the first quarter of the present century has ef- 


a revolution in the means of transportation, the ex- 


and consequences of which are probably not realized 


have lived through the period 


a , 
most of those who 





In 1900, the in the United States 
amounted to 8,000 or one automobile to every 9,500 persons. 
By 1910, the 


one automobile 


motorcar registration 
number had increased to 468,500, which was 

to every 196 persons. By 1913, the regis- 
tration had passed the million mark; by 1917, it had reached 
almost five million and by 1921, it exceeded ten million. In 
1920, there were 9,231,941 automobiles registered, or one in 
1925, 


on the basis of the estimated population for 


every 11.5 persons. By the number had increased to 
20,051,276, or, 
' 


that year, one car to every 5.7 persons. 


In 1904, the expenditures for all rural highway purposes in 
the United States amounted to $59,527,000. It is well known 
that when the farmer used only horse-drawn vehicles he was 


slow in recognizing the advantages of good roads. Ten 


later, in 1914, the amounted to 
$240,264,000, and in 1919, they reached $389,456,000. Be- 


tween 1919 and 1925 the number of automobiles in this coun- 


same expenditures 


years 


try nearly trebled and in this period we find the road de- 
In 1921, although a year of 
vast sum of $1,036,588,000 


velopment boom in full swing. 
business depression, the relatively 
went for this purpose and, in the two following years, the 
annual expenditure was only slightly below the billion dollar 
mark. 

It is apparent, therefore, that the changes wrought in the 
transportation in the last 
| he 


times as far in an 


miode two decades have been 


little 


possible tor 


short of cataclysmic. automobile now makes it 
hour as 
A trip 


consum- 


people to go five 


they did when they used the horse-drawn vehicles 


formerly requiring a long and arduous day for its 


mation can now be comfortably and enjoyably made in two 


or three hours. And, meanwhile, the continuing improve- 


ment in the character of rural roads invites more and 


longer drives. 
Shifting Trade Centers 
table shows the number of different stocks 
years 1903, 1917 and 1925 in 234 towns 


The following 
of goods for the 
with a population under 500. Except in the case of general 
stores, stores were classified according to the main stock 
The j 
small villages where a retailer, for example, might list farm 


carried only exception to this rule is the case of 


implements, hardware and lumber. In such cases all three 


stocks 


were counted. 


Stocks, Stores 0 1903 1917 


General stores 
Grocery st cks 
Hardwar« 
Furniture 
Drug stores 

Jewelry ar 

Dry goods and women’s furnishings. 
Shoe stores 

Clothing 


stores 


In towns having a population of from 500 to 1,000 a sim- 


ilar tabulation follows: 


1903 1917 


Stocks, Stores or Shops 1925 
General stores, including department 

stores .. . 145 124 102 
Grocery st eu & 38 7 
Hardware a arse : 
Furniture 
Drug stores 
Jewelry 
Dry 
Shoe stores 
Clothing 


rcks 


stores 


wd: 


NID Uw &- 


goods < 


— 


stores 


It will be seen that the number of general stores in towns 
from 500 to 1,000 population has been falling, while that of 
grocery stocks has been rising since 1917. The number of 
hardware stocks has changed little, the average being about 
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The have de- 
creased about one-third since 1917. Both drug and jewelry 
stocks have 1917. Although 
numerous, the number of dry goods and women’s furnishings 


two per town. exclusive furniture stores 


decreased since never very 
stores has fallen since 1903, due to the competition of the 
general store. 

In towns from 1,000 to 5,000 the tabulation shows: 

Stocks, Stores or Shops 1903 1917 
General stores, including department 

stores 10. 104 
Grocery stocks 105 109 
Hardware ve 77 
Furniture stores ets 38 
Drug stores 7 77 
Jewelry 62 
Dry goods and women’s furnishings. . 24 
Shoe stores 2 28 


47 
Here the general stores have been decreasing in number, 
while the grocery stocks have been increasing, both move 
1917. 


creased slightly since 1917, while exclusive furniture stores 


ments dating from about Hardware stocks have in- 


have increased over 25 per cent. since that date. The num- 
ber of dry goods and women’s wear stocks has more than 
doubled 1917, 
men’s clothing stocks have done little more than hold their 


since while the number of shoe stores and 


own. 
Four towns having a population of from 5,000 to 10,000 

show the following numbers of stores and stocks during the 

three years mentioned: 

1903 1917 


Stores or 


Stocks, Shops 
General stores ....... ey eee 20 
Grocery Os i ee ee eee 44 
Hardware stores . EE Le 16 
Furniture 
Drug 
Jewelry ...... 

Dry goods and women’s 
Shoe stores ; v4 ‘ 16 
Clothing stores e 16 


stores 


stores 


It will be noticed that the number of general stores has 
tallen off, but that the number of exclusive furniture stores 
has increased from three per town in 1917 to four per town 
in 1925. The 


1903, but apparently 


decreased mate- 


1917 


Jewelry stocks have declined in number 


stores has 


faster before 


number of drug 


since than 
after that 
slightly, 
linery stocks have shown little change. 


rially 
date 
while dry goods and women’s furnishings and mil- 


11,647 in 
there has 


In the larger cities of Hastings (population 
1920) 54,948 in 1920) 


been a marked increase in the general stores 


and Lincoln (population 


all of which 
stores—in the last twenty-two 


are classed as department 


years. The Hastings figures show three stores of this type 


in 1903, two in 1917 and six in 1925. In Lincoln, there were 
four in 1903, eleven in 1917 and eleven in 1925. 

1903, 
in Lincoln the 
209. Hard- 
for the 
1903 to 


Grocery stocks in Hastings numbered thirteen in 


sixteen in 1917 and forty-three in 1925, and 


equivalent figures were eighty-seven, 124 and 
stocks 


three years but increased in 


ware remained at the figure 5 in Hastings 


Lincoln from eight in 


fourteen in 1925. 


Decline in General Stores 
In considering the changes in the number of the different 
stocks of merchandise, it is evident that the number of gen 
eral stores has decreased in all classes of towns except in 
the villages under 100 in population and in Lincoln and 


Hastings, where these stores are invariably department 
The decline in general stores has been especially 
stocks 
that the 


trade than in 


stores, 


rapid since 1917. The number of grocery shows a 


indicate small 


this 


general increase, which seems to 


towns are more successful in retaining 


any other line. 
been no out- 


stocks 


The most noticeable change is a tendency 


In the case of hardwar¢ there have 
standing changes 
for the number of these stores to decrease in towns between 
300 and 1,000 population. 

The furniture stores declined between 1917 and 1925 for 
all classes of towns under 1,000 population, while they in- 
creased in all classes of towns above this limit. These fig- 
ures seem to show a decided tendency on the part of people 
to go to the larger trading centers to select furniture. 
and Hastings, the number of drug 


Except in Lincoln 
stocks has declined everywhere. It is only in the case of 


1917 than 


towns under 300 that the decline is faster after 
before that date. 

Jewelry stocks have been declining 
Lincoln and Hastings. In fact, out of 166 
population under 300, only five jewelry stocks remained in 
1926. Only in the case of the towns between 500 and 1,000 
is the probable effect of the automobile pronounced, for 
jewelry stores increased rather rapidly in these places be- 
tween 1903 and 1917, but fell off shortly after the latter 


in all places except in 


towns with a 


date. 
Dry goods and women’s furnishings stocks have never 
been important in the small towns. The number of these 


stocks has more than doubled in places between 1,000 and 
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5,000 after 1917, but, in towns under 1,000, they have tended 
te decline. It is of interest to note that the decline dates 
from 1903 rather than from 1917 and this sugggsts that the 
automobile is not the primary cause. 

In towns under 300, shoe stores have always been unim- 
portant. In places between 300 and 1,000 they have been 
declining since 1903, while in cities above 1,000 they are in- 
creasing. 

As a summary of the evidence in this section it may be 
said that the changes in the number of different stocks of 
merchandise seems to indicate that in lines wherein the 
shopping element plays an important part there has been 
a tendency for their elimination in the smaller places. In 
the case of the more staple lines where the shopping element 
is of much less importance, the small towns and villages are 
still doing a good business. 

In a general way, therefore, the following situation may 
be said to exist in the sections of Nebraska investigated in 
connection with this report: 

In towns under 1,000 population the number of general 
stores—selling groceries, drugs, shoes, clothing, china- 
ware and the like—has been decreasing very rapidly, 
especially since 1917, while the number of grocery stores 
has been increasing rapidly. Except in places under 500 
population, furniture stores, drug and jewelry stores have 
decreased. 

In towns with a population between 1,000 and 5,000, 
grocery, hardware, furniture, dry goods, women’s fur- 
nishings and clothing stocks have increased in number. 
On the other hand, drugs and jewelry stocks have de- 
creased. 

In towns of over 5,000 population the number of stocks 
in all lines has increased. It seems to be evident, there- 
fore, that since 1917 especially, establishments dealing 
in other than the more staple goods have been decreas- 
ing in number in the smaller towns. 


A Difficult Problem 

With this condition going on, the small town dealer has 
steadily been facing a problem of increasing difficulty. It 
is obvious that dealers in a town of 1,000 to 5,000 population 
cannot afford to carry as extensive or varied a stock as the 
dealers in towns from 15,000 to 20,000. The dealer in the 
larger center is confronted likewise with the insidious com- 
petition of huge trading centers as New York, Chicago, 
Philadelphia, Boston and the like. 

Many a small town dealer has complained that the “best 
people” in town meaning those who have the most money to 
spend, have formed the habit of going to the big cities for 
their major purchases. In this day and age this is a perfectly 
feasible project, due to the vastly improved transportation 
conditions as against 20 or even 10 years ago. There is pre- 
sented the picture of Pumpkin Center drawing upon the 
rural population of 10 to 20 miles around for its trade while 
the wealthier people in that town go to Pomptom, 20 miles 
away, but the county seat and possessing better stores with 
larger stocks. In Pomptom, the wealthiest class goes to the 
State capitol or to the next industrial center in that State. 
This condition is not unknown to the small town dealer and 
while it has been a source of discouragement it has by no 
means hindered him in the formation of sales plans and 
policies. 

The one defence the home town dealer has against the 
big city stores is the personal element, demonstrated in his 
activities in the community and his reputation for honesty, 
courtesy and all the virtues that a mercantile institution can 
possess. In other words, the small town dealer has a more 
personal problem to deal with in his business than confronts 
the large city store. He must interest himself not only in 
the musical affairs of his community but the political, re- 
ligious, and fraternal matters that come up. 


Upholding Musical Traditions 

It may only be an extension of the allegory of the big 
frog in the small puddle, but its influence, real work and the 
gain of the objective sought is a real accomplishment. It 
means a tremendous drain upon his time and requires no 
little ingenuity of seeking avenues of approaching prospec- 
tive buyers through other avenues. It is a 24 hour a day 
and 7 day a week job. However, the net result of these ac- 
tivities of the many small town piano dealers throughout the 
United States has been a tremendous factor in upholding the 
prestige of the piano in the American home. Even where 
the individual small town dealer has not reaped the reward 
of his efforts through “slick methods” of some city com 
petitor, or through a natural desire of his logical prospects 
to shop in the big cities, the result as far as the good of 
the industry is concerned, is the same. 

Perhaps a majority of all piano sales made today come 
through the work of the small town dealer. It is impossible 
for a dealer, let us say in New York or Chicago, to reach 
prospective piano buyers as intimately as can the small town 
dealer. In the first place, the larger dealers are prone to 
look upon so-called “hick” papers with something approach- 
ing contempt. It is true that these country newspapers do 
not approach the highest ideals of jouralism as expounded 
by the famous dailies of the day. However, there is one 
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thing to be considered and that is the fact that the local 
newspaper is chatty, and filled with items of purely local 
It is brought into the home and it is read with 
interest by the members of each family, if only for the sake 


interest. 


of seeing their names mentioned as being among those pres- 
The advertising in such papers 
They are, for the most 
part, personal expressions from the local merchants to the 


ent at a church festival. 


takes a curiously characteristic turn. 


people who not only deal with them but know them through 
joint membership in one of many organizations existing in 
town. 

The local piano dealer is a marked figure among this group. 
He occupies a highly respected position. His establishment, 
inferior as it may be to the gorgeous show rooms of the 
city dealers, is nevertheless one of the stores in which the 
community feels a sense of pride. The piano dealer is a 
big man and known as the leader in many civic enterprises. 
Everyone in town knows, for example, that if it had not been 
for the piano dealer, the local entertainment of the Elks’ 
Club, or some such organization, could not have been given 
because the treasury of the local branch could not have 
afforded necessary funds to rent a piano for the occasion. 
This purely fictitious illustration is but one of the countless 
little ways in which the country music dealer has been work- 
ing for many years, keeping his own name, the names of the 
pianos he represents and the piano and music generally, be- 


fore the people of his community. 


The Firing Line of Selling 


The country dealers have not the great unseen advertising 
volumes upon which the entire structure of piano selling 
has been built. Today the piano industry shows the results 
of years of efforts on the part of these pioneers who are 
actually on the “Firing line” of piano selling. They have, 
for the most part, operated without the active cooperation 
and support even, of the manufacturer. Manufacturers 
generally consider the mere item of sales volume without 
stopping to reflect that these sales would not have been pos- 
sible without the early work of propaganda being accom- 
plished through men who actually reach the people. 

The Musicat Courter Extra has, on many 
in the past, taken opportunity to point out the great oppor- 
tunity that is presented to the trade today for re-building the 
through the country newspapers. 


occasions 


piano selling structure 
Statistics have been presented, showing how this could be 
done and what it would cost. The results are astounding. 
There is open to the piano industry a vast field covering, 
in many instances, virgin territory and in many other in- 
small town dealer has 


stances, a territory in which the 


worked alone. 


Reaching the Logical Buyers 

The piano industry has no record of any group effort to 
reach the people who are the most logical buyers of pianos, 
the people who actually own their own homes and who take 
pride in them. The dweller in the city can very easily over- 
look the presence of a piano because there are so many other 
opportunities for amusement offered. Once out of reach 
of city theatres, out in the sticks where a moving picture is 
still an event or, at best, a weekly or semi-weekly affair, 
there are thousands upon thousands 
depend upon their own efforts for their entertainment. 
people can be reached through the country newspapers. 

No better illustration of this condition could be given than 
that presented in another article which appears in the last 
issue of the Musica Courter Extra, the great Music Fes- 
tival at Lake Placid. lines of the 
rather extensive report which was printed in that article, 
there is revealed a genuine hunger for music on the part 
It must not 


1f homes which must 
These 


Reading between the 


of those people participating in the Festival. 
be forgotten that the United States has developed unevenly 
in respect to its cultural pursuits. We of the large cities are 
apt to discredit the tradition in which our parents were 
bred. The constantly shifting population and the rapid ad- 
vance of civilization in the large cities tends to bring a 
cynical attitude toward life rather than a keener appreciation. 
We are sated with amusements. Our senses have become 
jaded with the constant repetition of exotic entertainments. 
Theatrical producers yearly become more extravagant in 
efforts to awaken some spark of appreciation among their 
It is true that in many respects there are marked 
It is impossible for a condi- 


audiences. 
signs of a reaction setting in. 
tion to continue growing in strength without the pendulum, 
at some time or other, beginning the downward swing. It 
bas been proclaimed by many self-styled prophets of the 
day that a new cycle is about to begin in the form of a return 
simpler joys to be had within the 


to home life and the 


family circle. 


Home Music Needed in Country 

In considering this picture of city life, we must not forget, 
however, that in the outlying communities this condition has 
never existed. The mere fact that the cities have made a 
tremendous drain on the entertaining facilities and upon the 
dramatic and and produced in the 
country, has left the small town in a very bad way. In other 
words, one has only to go out among the small towns and 


musical stars born 


23 


villages to find many of the simpler and homely virtues that 
are so sadly lacking in our hectic city life 

We find that the possession of the piano is still a mark 
of social prestige and the ability to play the piano considered 


a social asset. Community sings are not considered old 
fashioned and even the simplest parlor tricks still receive a 


more than just meed of applause and appreciation 
It seems that the efforts of the trade sooner or later must 


concentrate on people of this type. It is not trick 


an e@asy 


Country prospects do not walk into the with a fist 


full of money and a farm wagon outside to carry a piano 


away with them, but a genuine love for music does exist, a 
genuine need and desire to which the 


logical answer. 


piano seems to be the 
Those dealers who have actually gone int 
the outlying districts have reaped a reward far beyond their 
expectations. Where their 
it has not been due te 


been unsuccessful 


efforts have 
demand but rather 


lack of 
misapplication of energy, a lack of understanding of 


any 


peculiar psychology that exists in the country 

The small town cannot be overlooked as a factor of 
tribution, in view of the powerful propaganda force 
he represents. This force can be utilized by the manufa 


propaganda. For 


turer by active aid in disseminating piano 
motion 


a fraction of what is now being spent in national pri 
schemes the entire country could be covered 


A DISTINGUISHED INSTRUMENT 


Your sales talk means some- 
thing to your prospect when 
you talk “Milton.” This 
distinguished instrument has 
been endorsed by famous 
artists whom your prospects 
know about. After that, 
very little more is necessary 
to complete the sale. 


MILTON PIANO COMPANY 


Gro. W. ALLen, Pres. 
628 West 5ist Street 
New York 











KNOWN FROM COAST TO COAST 
AND FROM MAINE TO FLORIDA 


HADDORFF 


Pianos and Player Pianos 


Manufactured by 


HADDORFF PIANO COMPANY 


ROCKFORD - - - ILL. 


Eastern Representative 
WILLIAMS, NEW YORK 
Bush Terminal Bldg 

(42nd Street) 
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THE FAIRBANKS 
COMPANY 


SPRINGFIELD, OHIO 
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Manufacturers of Master-Welte Re] 
Organs, Estey Grand Pianos, Repro 
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An Independen 
Line that assur 


WHE consolidation of all the Este 
Welte subsidiaries into the Wel’ 
i Company, Incorporated, has bee 
= the means of solidifying a comple’ 
and dominant line of quality pianos, that cate 
to practically 100% of the dealers’ requirement! 
The unquestioned leadership of the origin 
Master-Welte Reproducing Piano; the excli 
siveness of the “Selectra” Master-Welte whic 
brings the selective choice of any music recor 
at the touch of a button, and the treme 
dous consumer appeal of Estey Grands, Peric 
Grands, Upright Pianos, Player Pianos, and Este 
Reproducing Pianos assures the independer 
merchant an exclusiveness in competition th: 
assures leadership, volume business and profit 
Correspondence is invited 
concerning our new Master-Welte and “Selectre 


Master-Welte, the latest development in tl 
Reproducing field. Where we are not alreac 

















The new Welte Building, 695 Fifth Avenue, 

New York City. Executive offices of Welte eiey Sectors: tha FES. 

Company, Incorporated, and retail warehouse and Southern Boulevard, New York City 
Welte Philharmonic Organ and Welte Piano. 
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ducing Pianos, Welte Philharmonic 
ing Music Records and Accessories 


Reproducing Piano 


Dealer Leadership 


represented, we have an unusual proposition to offer the 
town’s leading merchant or the successful salesman anx- 
ious to get in “on his own.” Address the 


WELTE COMPANY 


INCORPORATED 


695 Fifth Avenue, New York 


Building, 

17th and 
Walnut ‘ 
Sts., Phila- [i 
fae delphia,Pa. ff 


Welte Palm Beach Studios, Sunrise 
Avenue, Palm Beach, Fla. 


‘Welte Company, Incorporated, 
Factory, 297-303 E.133rd St., New York City 


i tc 
/ a x , yf s P| ( 
V ite’. * Rae i, pay e: YE A 
4) BLY \ 
. | (Said | 
= & ” 
a 74 


| 
\ 


} 





26 


MUSICAL COURIER EXTRA 


Ohio Dealers Appoint Committee 
to Consider National Affiliation 


most important topic of discussion on the closing day 


annual convention of the Music Merchants Associa- 

Ohio was that on joining the National Association 
affiliated body 

hio association will join the national asso- 

be seen. The matter of accepting the 

has never been decided although it has 


When 


Hyre at 


onsideration for the past three years. 
read by »ecretary Rexford C. 
afternoon session it furnished the only 
The resoiutions committee had 
n that a committee of three be appointed 
president to canvass the opinion of the 
of the association before definite action 
were many who were unable to be 

sentiment seemed to favor this. 
B. Heaton of Columbus arose and asked 
be thrown open for discussion then and 
It it had been too long delayed. Also that 
s of the state body were members of th 
Charles Yahrling of Youngstown who 
otion that the report of the resolutions 
committer accepted as read, asked permission to withdraw 
the grounds that he also was of the opinion 
been passed along for several years and 
killed in consequence. He felt that the 
a showdown and urged discussion. He 
! ild see no harm in the affiliation 
ty-nine members did not belong to the 
the affiliation was made this would 


membership into the Ohio associa 


The Bone of Contention 

then expressed the opinion that there wer¢ 
who had no conception of the reason for not 
bone of contention he thought was 
National Association. If the Ohio 


national body the dues of members 
He felt that there were many who 


both bodies and now was the time to 


then spoke and told the members of the 
-d of Control, and of President Boyd 
of the invitation extended to the 
national association. He then 

ace in past years when efforts 

the affiliation put through and how 
had been asked to change its by-laws, 
1 had been asked to do likewise, had 
told of sending a committee to 

1 at a cost of three hundred 

that time could ill afford, and 

Its obtained He ended by saving 
majority present were not tor 1m 


He was loudly applauded 


To Report at Mid-Year Meeting 
ident Roberts then spoke briefly He said that 4f 
National Association 
laws should be changed 
d that the 

Control meeting in Cleveland when 
n opportunity for its 

fe declared he 

liate, but 

reim 


three 


erwhelming 
appointed to 


to report 


Baker’s Musical Fountain 
lay 1 tl averag hat have visited 
nection with 
before the 
“Musical 
ies the 
is the 
phono 
the foun 
resembles 
only one 
space. TI ustomers in 
ur sipping drink in 
of the n practical 
ograph is 
affirmative, 
Se al 


have been boosted 85 per cent. since the 


ntain Che big jump is in classical and semi- 


classical music. The show windows of the store present the 
usual appearance of any music store, being used exclusively 
for the display of musical instruments. Mr. Baker has 


applied for a copyright on the idea. 


C. H. Yahrling on Adding Outside Lines 

Speaking on the matter of adding outside lines to the 
music store Charles H. Yahrling of Youngstown stated 
that he had found that household necessities such as wash- 
ing machines and cleaners were logical additions because the 
women purchased the musical instruments and also the 
household appliances. When they started this new venture 
they circularized their list of customers, there being 1,500 
names on it. An announcement of the new lines being added 
was mailed and the result was a remarkable response. The 
people had been satisfied in their purchase of musical in- 
struments from the firm and had faith in them when ap 
proached to buy this other line of merchandise 

Mr. Yahrling emphasized the point that it is impossible to 
mix these outside lines with the phonograph or piano d« 
partments, but that they must be a part of the radio depart- 


} 


ment and have a man in charge who thoroughly understands 


them. He advocated the departmentalizing of the music 
store, and recommended the adding of the household ap 


pliance lines because there were in daily use 


Committee Reports 


1¢ Mutual Insurance report that was read 


According to t 
by Rexford C. Hyre in the absence of J. Fred Van Court, 
committee chairman there are thirty-nine association mem 

rs in twenty-one cities who are carrying insurance and 
the amount was more than $100,000. Attention to the need 
of carrying more tornado and wind insurance was pointed 
out 


While 
mittee stated he had nothing to report he called their at- 


A. L. Maresh chairman of the Legislative con 


tention to the competition that was greatly increasing from 
the chain store, but he offered no remedy. It was the opin- 
ion of President Boyd however that this situation would 


iron itself out of its own accord. 


Ohio’s Piano Promotign 
“The Promotion of the Piano in Ohio” was explained by 
Otto B. Heaton of Columbus, and he went into considerable 
detail as to how the Columbus contest had been carried out 
At the close of hi 


fects had been felt in surrounding towns, and that at Marion 


talk President Boyd said that good ef 


where he had his store, forty-five miles from Columbus 
business had been benefited 

Mr. Heaton said that the merchants had not found any 
thing so constructive as the piano playing contest. They 
raised three thousand dollars in cash, and two thousand of 
this went to the manager of the contest and one thousand 
dollars went for prizes. Several stores gave Victrolas and 
other prizes 


1 


licity man be given the job of directing the contest, and felt 


He stressed the point that a professional pub 


that if the newspaper editor was shown that business needed 
stimulating, they would have no trouble in getting the co- 
operation of the paper. He said that the Columbus mer- 
chants hoped to put on another contest this Fall. 


R. E. Taylor Elected President 


The annual elections showed a spirited contest, several 
neminees being voted on for several offices. The final re- 


sults showed the following results. Robert E. Taylor of 


Cleveland was elected president; C. M. Alford of Canton, 
vice-president; William V. 


and Rexford C. Hyre, 


Crowe, of Columbus, treasurer ; 
secretary. 

Two additions were made to the executive committee : 
Otto B. Heaton, of Columbus, for five years; and E. O. 
Callander of Zanesville, three years. 

The president of the Toledo Chamber of Commerce ex- 
tended a personal invitation to the association to make that 
city their place of meeting for 1928. The resolutions com- 
mittee recommended it and it was passed unanimously. 


The membership committee report showed that ninety 
members had been lost during the year, through deaths, re- 
movals, dropped for non-payment of dues, ete., but to offset 
this there has been a gain of eighty-three new members. 


\s a result the association is but a few short of the five 
hundred mark 

Charles Deutschmann president of the National Associa- 
tion of Piano Tuners was asked by President Boyd to say a 
few words and in his own inimitable manner told the audi- 
ence how essential it was for the good of the piano business 
that every piano should be in tune and kept that way. 
The annual banquet held in the Rainbow Room of the 


hotel was a lively affair. The speakers of the evening were 
Congressman James T. 


and R. E 


Begg, O. H. Boyd, retiring president, 
Taylor, president elect. 
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WE SOLICIT YOUR INQUIRIES 
FOR ANYTHING IN THE PIANO 
LINE EITHER DOMESTIC OR 
EXPORT 





EWCASTLE, INDIANA 


JESSE FRENCH 6» SONS PIANO FACTORY 
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CECILIAN 


PLAYER-PIANO 


with the enduring metal action 
—undoubtedly the greatest “selling 
point” that dealers can advance. 


Made at Holland, Michigan, by 


Bush & Lane 



































Reproducing Action 


OTE these extraordinary merchan- 

dising advantages: (1) the most 
perfect reproducing mechanism, the 
only one that reproduces ALL the dy- 
namics; (2) it is installed in 112 makes 
of pianos, thus simplifying your selling 
problem by a wide range of styles and 
prices, with only ONE mechanism for 
salesmen and repairmen to handle; (3) 
the largest Library of music rolls, in 
both artists and number and variety of 
selections. 


The Auto Pneumatic Action Co. 


W. C. Heaton, President 


12th Avenue and 5ist Street 
New York City 


1222 Kimball Building, Chicago 
462 Phelan Building, San Francisco 
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CAnnouncement 


WHE Haddorff Piano Company makes an- 


nouncement of a new line or group of 


pianos which has been planned and built 


to play a leading part in the new era of 


prosperity into which the piano business is slowly 


feeling, its way. 


In it will be found everything, from a 3-foot, 9-inch upright 


to a 9-foot concert srand, each piano an original Haddorff creation, 


bearing the Haddorff name and embodying all the well-known and 


exclusive features of Haddorff construction. 


It is different in scope from 
anything, previously offered to 
the trade because within it 
are included both an artistic 
excellence which acknowl- 
edges no superior and a range 
of price and style which opens 
the way to volume business. 


It is sounder in plan be 
cause it is especially fitted to 
a method of sale and sales 
promotion which, while new 


in the piano business, has 
been the foundation of every 
outstanding, sales success in 
other similar fields. 


The new Haddorft piano 
%roup is in harmony with 
present needs and conditions. 
Dealers who are ready to take 
the step into a more secure 
and profitable kind of piano 
business are invited to write 
for particulars. 


Haddorf Piano Company 


Rockford, Illinois 
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Wisconsin Dealers to Meet at 
Milwaukee on October 4-5 


The second annual convention of the Wisconsin Associa- 
tion of Music Merchants will be held at the Hotel Wisconsin, 
Milwaukee, on October 4 and 5. 


This association, 


Tuesday and Wednesday, 
organized in Milwaukee a year ago, in- 
cludes in its membership leading music and piano dealers of 
the state. W. Otto Miessner, Milwaukee, is president of the 
association 

All delegates to the music convention will be invited, on 
the first evening of the convention, to attend the Wisconsin 
Radio and Music being held in Milwaukee the 
same week. The Radio Trades Association, holding its con- 
vention in Milwaukee the latter part of the week, will ex- 
Many music 


Exposition, 


change speakers with the music association. 


dealers of the state are also radio dealers and the two or- 


ganizations are co-operating and making the week a big one 


for music in Milwaukee 


The business sessions of the convention will open at the 
Hotel Wisconsin at 10 a. m. on October 4 and will continue 
until noon on the following day, when the music merchants 
will adjourn to the Blue Mound Country Club for a luncheon 
and golf tournament A dinner dance and entertainment for 
delegates, their wives and friends will be held in the Gold 


Room of the Hotel Wisconsin on the evening of October 5. 


In addition to a discussion on numerous trade problems 


there will be several addresses 
Among 


confronting the music industry 
by people nationally known in the music industry. 
them will be Tom Pletcher, Chicago, president of the 
Q. R 


speaker on music 


S. Music Roll Company, and noted as a authoritative 
merchandising 


Duo-Art Recitalists Visit 
Many Aeolian Dealers 
Fred Colber, Duo-Art recitalist, has been very busy in the 
Aeolian dealers recently. The Sioux City 
regarding Mr. Col- 
broadcasted by radi Station KSCJ. 
in connection with his visit to Schmoller & 


territory of the 
Journal contained an interesting article 
ber’s recital from 
Mr. Colber also, 
Mueller, 
The Kni 
next visited by Mr. 
by several Duo-Art 
Jenkins Sons’ Music Ce 


appeared before the Schubert Club of Sioux City. 
Music 
Colber, where his work was followed 
Since then, he has worked with 
at Kansas City and has 
Stoner Piano Company 


ght-Campbell Company of Denver were 
sales 
ympany 
1 celebrate the opening of the 
Moines, Ia. 


Mr. Phillip Gordon, following his recital at 
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rate under this heading is Five Cents per 
Dollar 
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WANTED 


TWO VERY HIGH GRADE 
PIANO SALESMEN_ TO 
REPRESENT US ON THE 
ROAD TERRITORY. 
MUST BE GOOD _ PRO- 
DUCERS FURNISHING 
BOTH BUSINESS AND 
PERSONAL REFER- 
ENCES IN YOUR ORIGI- 
NAL APPLICATION. 














O. K. HOUCK PIANO COMPANY 
Shreveport, La. 
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the Cleveland Convention of the Ohio Music Merchants, 
appeared before the Cleveland Women’s Club. 

From Cleveland Mr. Gordon went to Pittsburgh, where 
Mr. G. W. of the C. C. Mellor Company, had ar- 
ranged a recital before the Congress of Clubs and Club 
Women of Western Pennsylvania. The O. J. DeMoll Piano 
D. C. was next xisited by Mr. 
Gordon, where he spent the time to good advantage in Duo- 
Art recitals. 


Gray, 
Company of Washington, 


There two popular artists are making decided hits wher- 
ever they go and the dealers whom they visit invariably 
request return engagements. 


Straube Piano Company 
Sends Out Questionnaire 


Hammond, Ind., 
out a questionnaire to a number of its dealers, 


The Straube Piano Company, is sending 
seeking to 
gain a national view of the business prospects for the piano 
business for the coming season, and also to discover the 
extent of piano and musical promotional efforts in various 
United States. The compariy states that the 


dealers may feel perfectly free to answer any of the ques- 


parts of the 
tions as they please, as information so received will be held 
as confidential and merely a general report based upon the 
aggregate returns will be given out. 

The questionnaire which is sent out asks the 
questions : 


following 


from present indications in your territory, 
what is your opinion of prospects for piano business during 


1. Judging 


the balance of 1927 fall and winter season? 

2. Is the outlook at this time better or worse than it 
was at a corresponding period last year? 

3. In your .vicinity is interest in piano music increasing 
or decreasing? Is piano music taught in the public schools? 

4. What types of pianos enjoy the largest sales in your 
community and percentagely to what extent? 

5. What is the public attitude toward period models in 
grands? 

6. What is the public attitude toward period models in 
uprights ? 

7. Have you had samples of period model grand pianos 
on your floor and found from experience that they were the 
means of increasing sales? 

8. Have you had samples of period model upright pianos 
on your floor and found from experience that they were the 
means of increasing sales? 

9. What is your opinion of the 
black and gold, 


market for pianos in 
green and gold, and 
other combinations of novel nature, or of cases not so highly 


colors, such as red, 
colored but presenting scenes of historic, scenic or nursery 
views? 

10. When establishing retail prices, 
margin or mark-up should a merchant now add to his whole- 


what percentage of 


sale figures? 

11. Regarding wholesale terms—which appears more fav- 
orably, negotiating direct with the manufacturer or operating 
through a finance or discount company ? 

12. Are you in favor of national advertising by the man- 
ufacturer ? 

13. Are you in favor of national pricing by the manu- 
facturer ? 

14. What trade 
regularly ? 


papers do you subscribe to or receive 





Cleveland Music Week Oct. 30-Nov. 6 
Musical 
Week, 


are making elaborate 


The Cleveland Society have set the time for 


Cleveland’s Music October 30 to November 6 and 
plans to celebrate it fittingly. The 
Started in 1922 
with a few members it now numbers more than a thousand 


growth of the society has been very rapid. 
and plans are being made to more than double this. Every 
musical organization of note in greater Cleveland is affiliated 
with the 


society, and the music trade in general will co- 


operate in every manner possible. 





Mintz Piano Co. Bankrupt 
An involuntary petition in bankruptcy has been filed 
Mintz Piano Company of 1846 Euclid Avenue, 
by the Nineteen Hundred Euclid Corporation of 


against the 
‘leveland, 
Cleveland. Suit was filed September 22nd and the petition 
sets forth that there are less than twelve creditors and that 
the petitioners’ claim is $5,979.82 and includes a judgment 
of $3,460.65 in Common Pleas Court rendered July 15th. 
Petitioner alleges that the defendant concern is insolvent 
and asks for a receiver. 


J. F. Willis Dead 


J. F. Willis, executive head of the Willis Piano Co., Ltd., 
Halifax, N. S., Canada, died on Tuesday, September 13, at 
the age of 74, following a paralytic stroke. He was a 
brother of A. P. Willis, president of Willis & Co., Ltd., 
Montreal, Canada. The business will be taken over by his 
. Willis, Jr., and A. S. Willis, both of whom 


are members of the firm. 


two sons, i F 


October 1, 1927 


NY > i ra igs (ar 1: lig. i} i i i 
tt a a ils | Wie! a - *'| ill | SSA | Wats if) i st i Ls En 2 


| HAZELTON & 
: BROTHERS : 


F< Selling factors are hard to duplicate |} 2) 


ws ix, 


"aan ONSIDER the value of chese factors: e) 
ti. (1) A quality of tone and construction inl 
that challenges comparison at the price 

(2) an instrument that finds a market among 

people of good taste and the means to satisfy 

it; (3) standards that win for the store the 

priceless asset of satisfied customers, and 

(4) a name-value gained through the good- 

will of many thousands of owners. The 
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American Piano Wire 


“Perfected” “Crown” 


Highest acoustic excellence dating back to 
the days of Jonas Chickering. Took prize over 
whole world at Paris, 1900. For generations 
the standard, and used on the greatest number 
of pianos in the world. 


Services of our Acoustic Engineer always 
available—free. 
Illustrated books—free. 
AMERICAN STEEL AND WIRE COMPANY 
Acoustic Department 


208 So. La Salle Street Chieago 











ROFIT 
RODUCING 
UBLICI ly 


WE PRINT IT 


EILERT PRINTING COMPANY 
318-326 West 39th Street 
*LACkawanna 9315 

Member: 
New York Employing Printers Association 
United Typothetae of America 
| Baal Association of New York k 
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cNationally CAdvertised 


wel HE Wessell, Nickel & Gross Piano Action is 
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Kae not only the standard of the world, but is 
EGIS recognized as such without question by piano 
merchants, manufacturers, and the music lovin, public. 
Wessell, Nickel & Gross national advertisin?, con- 
tinues to reach millions of homes where it is per- 


oe em 
thie 


petuating, the good will and prestige for which the 
name has stood for more than fifty years. 
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‘The 
Wessell, Nickel & Gross 


(Piano CAction 


The Highest Priced Action in the World 
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COMPANY 


Makers of Grand, 
Upright and In- 
ner-Player Pianos, 
including Con- 
over, Cable, Kings- 
bury, Wellington 
and Euphona. 
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KRAKAUER BROS. 


FROM 1869 
ARE GOOD PIANOS ALWAYS 


UPRIGHTS, GRANDS, PLAYERS 


136th Street and Cypress Avenue, New York 








<I 
BACON 
PIANOS 


Since 1789 
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HE Bacon Piano enterprise links 

up, year after year, into a chain 

that extends as far back as 1789, 
a record unparalleled in the history of 
piano manufacture. Such a record is 
sterling proof of successful progress 
through satisfaction to the purchaser 
and sound business for the dealer. The 
wame sells the piano, the piano sells 
ne name 
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THE BACON PIANO COMPANY 
W. P. H. Bacon, President 
601 West 50th Street, New York City 


1222 Kimball Building, Chicago 
462 Phelan Building, San Francisco 
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Dancing Masters of. America 
A gain Endorse the Ampico 


The Dancing Masters of America held a convention at 
the Waldorf-Astoria Hotel in New York from August 21 
to August 28 and for the second year endorsed the Baby 
Ampico as a valuable musical adjunct to their work. The 
Baby Ampico was first brought out last year and made a 
tremendous impression at that time. Its utility was recog- 
nized with all the special advantages for the dance teacher. 
The instrument is small enough to permit of the teacher 
looking over the top of the instrument at his class and afford 
an absolutely tireless accompanist to supply the musical 
setting for the dances. This year the Baby Ampico met 
with an even more enthusiastic reception, due to the fact 
that more of those present were familiar with its possibilities, 
having actually used the instrument in their classes during 
the past year. 

The Baby Ampico was used throughout the course of the 
convention for demonstrations and special dances and also 
in the social dances that followed the end of each demonstra- 
tion session. The Ampico recording of “The Kinkajou” 
was used by Edna Rotard Passapae and her dancing partner 
in giving the demonstration which won for them the first 
prize for the best interpretation of this unique dance. Miss 
Spader and Mr. Sheehy also used the Ampico recording of 
“The Doll Dance” in teaching the Suzanne Lenglen Stage 
Dance and the Dixie Stomp. 

A special feature of the Ampico exhibit at the convention 
was the complete library of Fundamental Dance Routines 
as taught by Denishawn, the Ruth St. Denis and Ted Shawn 
School of Dancing and Related Arts, and played by Louis 
Horst. 

J. J. Davin of the Ampico Corporation interviewed several 
prominent members before their final meeting and as a re- 
sult of his efforts a committee was appointed to be known 
as “the Dance Committee” who will confer with music manu- 
facturers and acquaint them with their plans and routines of 
new dances, thus insuring the proper arrangement and tempos 
on releases of the popular hits. The Ampico Corporation 
was complimented in open meeting for the excellent work it 
has done along these lines, through Ampico recordings of 
popular numbers by the great players of dance music. 

The Ampico exhibit shown at the Waldorf was made a 
feature at the gathering of the S« ciety of Teachers of Danc- 
ing convening at the Edgewater Beach Hotel, Chicago and 
at the Chicago Association of Dancing Masters who held 
their fourteenth annual Convention at the new R. G. Hunt- 
inghouse Dancing Academy. Both exhibits were under the 
direction of J. J. Davin of the Ampico Promotion Depart- 
ment who gave several demonstrations of Ampico work in 
the dance field. 

Among those in the dance profession recording or direct- 
ing lessons exclusively for the Ampico are: The Denishawns, 
Alexis Kosloff, Ned Wayburn, Oscar Duryea and Albertina 
Rasch. 

The Ampico Company has been a pioneer in meeting the 
musical needs of the dance teaching profession. This is 
demonstrated not only in the new small Ampico, designed 
originally with an eye to the special needs of the instructor, 
but also in the special Library, which has been created for 
the special dance courses of the leading masters of the dance 
of the United States 

This linking up of two of the greatest arts, music and 
dancing, has brought about a great deal of publicity for the 
Ampico and has also given a new impetus to the spread of 
interpretative dancing. It may surprise those who are not 
aware of the facts, that in this so-called “Jazz Age,” there 
are still a number of schools with hundreds of pupils teach- 
ing the classical type of interpretative dancing. The gradu- 
ates of these schools go to supply the various ballets of the 
Opera, musical comedy numbers, while another branch of 
the same movement supplies the eccentric dancers for the 
Vaueville stage. There has been a remarkable revival in this 
direction in the past few years and the Ampico Corporation, 
through its cooperation and foresight, has done much to 
make this possible through supplying a means for teaching 


the beginners in this art. 


New James & Holmstrom Baby 
The James & Holmstrom Piano Co., New York, have 
brought out a new small grand, known as Style 3. The 
new grand is the “baby” of the James & Holmstrom line 
being the smallest grand produced in the factory. The new 
instrument is being made up in period designs, with lacquer 
or art finish, and with or without the Welte-Mignon 


licensee installation. 


Louis P. Bach’s Sister Dead 
Miss Sophie M. Bach, daughter of the late Jacques Bach, 
one of the founders of Kranich & Bach, New York, and 
sister of Louis P. Bach, president of that company, died on 
Friday, September 16, at her home in Greenwich, Conn. 
Funeral services were held in St. Peter's Protestant Epis- 
copal Church, Port Chester, N. Y., on Monday, September 


19. Burial was private. 
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BROTHERS 


An exceptionally well made 
instrument. Known through- 
out the trade and music 
circles for its acoustic quali- 
ties and the care taken in its 
manufacture. 
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Behr Brothers & Company 


Ww. J. Bemn, President 
635 West 50th Street, New York 





The presence of the 


Kelly Plate 


in a piano doubtless means that the 
manufacturer of the instrument has used 
the best of material throughout. 


(3 


The O. S. Kelly Company 
Springfield - Ohio, U. S. A. 








me 
GRANDS, REPRODUCING AND PERIOD 
MODEL PIANOS 

237 East 23d Street 


77 East Jacxson Brvp., Cuic. 
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WEAVER PIANOS 
Grands, Uprights & Players 
YORK PIANOS 

Uprights & Players 
LIVINGSTON PIANO 
Uprights & Players 





WEAVER PIANO CO., Inc. 


Factory YORK, PA. 
ESTABLISHED 1870 





HARDMAN 


Pianos &Reproducing Pianos 


HARDMAN, PECK & C9 
433 FIFTH AVENUE 
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TOURING IN A FIVE-TON TRUCK! 


N° one tries to sell the average man a tremendous automobile for 
his modest needs, but many a music lover is urged to crowd into 
his cozy living quarters, a piano, which is as much too large and 
cumbersome for his living room, as a five-ton truck would be for his 
garage. Most people want little cars, little homes and little pianos. 


The Kohler & Campbell 
BB Model 


..-For the little places... 


This tiny instrument, with its four and three- 
quarters octave scale keyboard, its sturdy mini- 
ature parts and its gayly decorated case, was 
made especially to fit the cozy little homes and 
apartments of today. It may be sold to those who 
own large homes and large pianos as an extra 
piano for the use of children or grown-ups. It 


can go where no large piano will go— into the 
den, the child’s room, aboard the yacht, in the 
mountain cabin, to the little intimate places 
where music is most to be desired. 

Ready for immediate delivery, in eight types 
of gay case decoration and in mahogany shaded 
art finish. 


\ UU " a® =SPECIFICATIONS a a 


Overstrung Scale « Hardwood Back « Full Bronzed Plate + Copper Bass Strings 
Patent Sharps + Nickel Hardware + Two Pedals + Ivorine Keys 
Height 40" inches + Depth 22 inches «+ Width 38'* inches 
Gross Weight 325 lbs. + Net Weight 230 lbs. 


KOHLER @ CAMPBELL, Inc. 


Herbert Simpson, President 


FIFTIETH STREET AND ELEVENTH AVENUE, NEW YORK 
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“Acknowledged the 
World’s Best Piano” 


Official Piano of the 
Metropolitan Opera Co. 


WM. KNABE & CO. 


INCORPORATED 


NEW YORK BALTIMORE 














THE STEINERT 
PIANOFORTE 


The Exclusive Piano 


é 


M. STEINERT & SONS 


Steinert Hall, 106 Boylston Street 
Boston, Mass. 














Felt, Workmanship and Ex- 
perience are combined in the 


DAVID fH, SCHMIDT 
}[AMMER 


The Best Hammer Made 


ESTABLISHED 1856 





DAVID H. SCHMIDT COMPANY 
NEW YORK 














THE COMSTOCK 
CHENEY and CO. 


IVORYTON, CONN. 


Ivory Cutters Since 1834 


Manufacturers of 


Grand Keys, Actions and Hammers, Up- 
right Keys, Actions and Hammers. 
Pipe Organ Keys, 


Piano Forte Ivory for the Trade 
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We Notice That— 


The Hockett-Cowan Music Co., Visalia, Cal., has moved 
into a new location on East Main street in the Bank of 
Italy building. 


The E. B. Guild Music Company, Kansas City, Mo., has 
moved to 15 West Fourteenth street, adjacent to the 
theatre district. 

Gast Bros., music dealers of Union City, N. J., have opened 
a store at 836 Bergenline avenue. 


O. D. Stanke, music dealer of Kansas City, Mo., has opened 
a second store at 1210 A Main street. 


The Kansas City office of the Columbia Phonograph Com- 
pany has been discontinued and the Columbia franchise 
for that territory allotted to the Sterling Radio Company, 
Kolster dealer in that district. 


E. M. Wheatley has been appointed manager of the Aeolian 
piano department recently opened in the Adams-Flanagan 
department store at Third and Westchester avenues, 
The Bronx, New York City. 

A new music store has been opened in the Pembroke Arcade 
building, Indianapolis, Ind., under the name of the 
Rinne-Henry Music Company. 

The Arcadia Music Store in Arcadia, Fla., has considerably 
expanded its property holdings by taking over the lease 
of the adjoining store. 

John A. Mill, Detroit piano dealer, is now installed in new 
quarters in the Deutsches Haus building on Mack 
avenue, 

The Jason Piano Company, Spokane, Wash., has given up 
its radio department. Radio will continue to be carried 
in the store under separate management. 

The Broad & Market Music Co., Newark, N. J., has been 
declared bankrupt and Jacob L. Newman appointed 
receiver. 

J. C. Ericson has joined the Harrisburg, Pa. branch of 
Charles M. Stieff, Inc. He will have charge of the 
Brunswick department of that store. 

A Baldwin Grand was recently installed at Station WCMA, 
a broadcasting station for the Culver Military Academy, 
at Culver, Ind. 

Paul-Gale-Greenwood, of Norfolk, Va., has opened a new 
store at 134 Washington Square, Suffolk, Va. A gala 
musical program featured the opening. 

Herbert Simpson, President of Kohler, Campbell & Co., 
recently returned to New York after an extensive trip 
to the South and Southwest. 

R. H. Gates has been appointed manager of the phonograph 
department of O. J. De Moll & Co., Washington, D. C. 
The Arthur E. Guth Piano Company, Bangor, Maine, has 

gone out of business. 

A music store has been opened at 734 Allerton Ave., New 
York City, by Joseph Pagano. 

Walter C. Turner has joined the sales force of the Hollen- 
berg Music Company of Little Rock, Ark. 

A new piano store has been opened in Flora, Ill, under the 
name of the Ruthmers Piano Company. 

The Smith Outfitting Company has taken over the store of 
Routh, in Salem, Ind., and will add a piano department 
to the business. 

G. G. Schneider, music dealer of Green Bay, Wis., has been 
assigned the Mathushek agency for Northwestern Wis- 
consin. Other lines carried by the Schneider concern 
include the Hobart M. Cable, Hazleton Bros. and Estey. 

The Remington Music Compnay, Ellensberg, Wash., has 
moved to a new store at 321 N. Pearl street. 

FE. Martin, manager of the Kelso, Wash., branch of the 
Portland Music Company, has taken over the store and 
will continue to operate it in his own right under the 
name of the Austin Music Company. 

The Young Music Company, Venice, Cal., has opened a 
store on Windward avenue, that city. 

Frank Cerne whose principal store is located at St. Clair 
Avenue and East 66th Street, Cleveland, has discontinued 
the branch store that he has been operating at 930 East 
79th Street. 

The Andelin Music Company, Idaho Falls, Ida., is increas- 
ing its frontage on Park avenue. 

Leroy Winder has opened a new music store in Stockton, 
Cal., under the name of the Leroy Winder Company. 
The Baldwin will be the featured piano line. 





New Visuola Branch Managers 
The Visuola Corporation has announced the appointment 
of several branch managers. Walter Bentley Ball, formerly 
of the Victor Talking Machine Company will make his 
headquarters in Cleveland. A. B. Campbell will be in charge 
of the Providence, R. I. district. The Boston manager will 
be Harold Orth. 
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National prestige gained 
through intensive national 
advertising, backed by a high 
quality instrument. Its recug- 
nized excellence is the result 
of 102 years of experience in 
building only fine pianos. 


BRAMBACH PIANO 
COMPANY 


Manx P. Campsett, Pres. 
609-619 West Sist Street 
New York 


RS 





RADLE TONE 


The Musicians’ Delight 


Whenever You Hear the Name 
RADLE 


You immediately think of a wonderful 
tone quality, durability and design 


Musicians Insist on RADLE 


F.. RADLE, Inc. 
Est. 1850 
609-11 West 36th Street 





New York City 








KURTZMANN 


Pianos and Player Pianos 





last a lifetime. 


C. KURTZMANN & COMPANY 
526 Niagara Street BUFFALO, N. Y. 








Flathushek 


GRAND, UPRIGHT 
and PLAYER PIANOS 


NEW HAVEN AND NEW YORK 








MATHUSHEK PIANO MANUFACTURING £9. 
132nd Street and Alexander Avenue New York City 











The M. SCHULZ CO. 
PLAYER - PIANO 


Offers wonderful opportunities to dealers 
WRITE FOR OUR PROPOSITION 


M. SCHULZ CO. 


Est. 1869 
711 Milwaukee Avenue Chicago 
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Any Tuner Can Understand the 
Lester Reproducing Grand Action 


It does not require a graduate engineer to service it. Simplicity, 
in this case, makes efficiency. Note fine points of emphasis: 


No. !—Holtzer-Cabot motor (A. C. or No. 3—Governor. 
=. and any voltage). Abso- 
lutely noiseless. No. 4—Motor Carriage. 


No. 2—Rotary pump. Grease Cup bear- 
ing. No. 5—Expression device. 





Very compact. No false rim necessary. No extra tubing. Nothing to get out of 
order. Satisfaction for both dealer and customer. Still some open territory. Write. 


LESTER PIANO CO. pacesners: 
sbies 
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National Bureau Suggests 
New Use for Phonograph 


National 
in stimulating inter- 


r example of the work being done by the 
the Advan Music 
various musical instruments is provided by its 

This 

3ureau’s pamphlets 


ement ot 


pamphlet, “Giving Opera with the Phonograph.” 
booklet to the 


instruments, the 


a companion 


yublication 1s 
} band and orchestra har- 


instruments. Of the latter there are five 


definitely to the piano, besides several 


in less detail; eight relating to the band 


one on the harmonica and one 


Bureau's other publications give specific 
ater use of the phonograph. 
instrument and the 


to the 


player-piano are an 


music memory contest, which 


he Bureau’s director, C. Tre- 
Bureau’s general pamphlet on that subject is 
undred compositions most frequently used in 


ntests 


Chat list is made up solely of num- 


1 records or rolls. The manufacturers were 
se numbers on their preferential lists as 
oncerned and in filling orders. Thus the 
1ed of indicating to the 
> likely to be 


> numbers likely 


as been accomplisl 
called for and 


to be 


ibers are 
rs the 


turers what nun 


upervisé 


easily 


talking machine and the player-piano is 
through the 
Memory Con- 
Clubs,” 


rural extension directors, 


the rural districts 
iggestions for Music 
al now 


Community being 


overnment’ espe- 
vork am 


tet Bi 


he 4-H Clubs of young people. 


ireau publications on the memory 


Soins a Want 
ingenious scheme for “Giving Opera with 


he pamphlet on that subject begins as 


reasons why so many people have 
devotees of the phonograph during these 
1 expressed by a song of the late Victor 
Want What I Want When I 
ifying of this feeling in a musical way 

in addition to the 

reproducing 


1 d to win 


was ‘| 


great im- 
has enabled that 
countless new friends 
f the radio.” 

is impracticable for the 

wants when he wants it” 
original form or even on 
vith the phonograph is 
the problem. 
for utilizing 


an educational and 


in its simplest form, 


chosen opera is narrated 


arias are played in the 
numbers may be sung 
tableaux or by the enacting 


cidental dances, appropriate 
suggested 

for presenting 

“Carmen” and 

records from the 


of the 


different 
lists will be 
f the opera 
phonograph ob- 
nce, and that the 
rfected instru- 

the use of 
Chau 
Girl 


or recreational 


wnior 


Girl Scouts, 
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f the foremost exponents of the 
Oc- 


Leo Ornstein plays 


he Ampico recording list for 
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a Schumann selection Kreisleriana, and Aaron Copland plays 
(the cat and the 
There is a complete recording of Ireland’s Sonata, 
(three rolls). There 
Herbert’s Italian Street Song, 


his own Scherzo Humoresque mouse ) 
played 
by Macbride are three ballads, Victor 
which is enjoying a remark- 
able revival in popularity, 
Jacobs-Bond, A 
In the 


popular offerings are also listed, 


and a series of ballads of Carrie 
Day, The Bird, 
and Roses Are in vest of the 


Crimson-Breasted 
Blox mm. The I 


Perfect 
Meadow, 


New Home for Montgomery 
Store of Jesse French & Sons 


The Montgomery, Ala., branch of the Jesse French & 
held the formal opening of its new store on 
September 13. 


Sons Piano Co., 
The new French home is at the 
corner of Montgomery and Lee streets, having an entrance 
of these 


Tuesday, 


on each thoroughfares. The opening was marked 
by a gala musical program in which several well known local 
artists were featured. 

The opening of the new edifice was considered quite an 
event in Montgomery and many visitors came in to inspect 
the new quarters as well as to attend the formal concert. 

The store is 
with C. J. 


ment; R. E. 


under the management of H. E. Poston, 
White in charge of the band instrument depart- 
Weinberg, talking 
A. Collins, George H. 


in charge of credits and collections; and Mrs. 


machine 
Williams 
Wylie Smith 
manager of the sheet music department. T. W. Hopkins is 


manager of the 


division; J. office manager ; 


floor manager of the piano department. 

H. Edgar French, president of Jesse French & Sons Piano 
Co., sent the following message on the occasion of the 
opening : 

“Probably no other business is so dependent on confidence 


says H. 
president of the Jesse French and Sons Piano Company. 


and friendship as the piano business,” Edgar French, 


dealing and honest values, 
this business thrives. 


The full realization of this fact has been entirely responsible 


“Confidence, based on square 


is the very foundation upon which 
for the success and steady growth of our company. 

“Two facts toward gaining and holding public confidence 
have been rigidly adhered to. First, 


of the 


we are building pianos 


highest quality materials and workmanship. Each 


piano must be the very best in its price class and is subjected 
to most exacting tests before being adopted by us to be 
recommended to the public as a part of our line. 

“Second, 


dependable, 


our salesmen must be men of good reputation, 


honest and courteous. They must be men of 


experience, with a knowledge of pianos, tone, piano con- 


struction, piano values. 

“Our greatest source of new business is that which comes 
to us through satisfied customers. There is never a day 
but what we are given the names of prospective buyers by 
We spend a lot 
and general publicity, but 


final analysis it is through the 


customers to whom we have sold pianos. 
of money in newspaper advertising 


in the pleased customers that 


we secure most of our additional sales. Our men are, there 


fore, impressed with the fact that they serve us; that we 


will satisfied 


With 


our sales 


grow as we serve Qur customers must be 


It’s our business and our creed. 
to the 


at all times been able to gain and keep the confi- 


in every instance. 


this thought of service customer in mind, 
men have 
dence and good will of those to whom they sell pianos, and 
to receive from each customer aid and support toward selling 
their friends and relatives. 

“In this way we have cemented friendship and our busi- 


ness has grown steadily.” 


Frank B. Long Takes Schulz Line 
R. K. Maynard, Coast 
Schulz Co., Chicago piano manufacturers, 
hibit of the 


during the 


Pacific representative of the M. 
had a large ex 
pianos of this firm at the St. Hotel, 
Western Music These in- 
taken over by 


Francis 
Trades Convention. 
Frank B. 
salesman and merchant of the Coast who has opened 
Wilson Building, 


says that most of these instruments have now been 


struments were Long, well-known 
piano 
Schulz sales rooms in the 
Mr. Long 
disp sed of to 


Northern 
s from the 


San Francisco 


retail dealers, in various parts of 


stock of 


piano 


California and he is laying in a new 


plain factory. 


Coast Business Improving 


Business seems to be a little better in Northern as well as 


in Southern California and music merchants are feeling the 


upward tendency in their sales. O. F. Rydeen, Pacific Coast 


representative of the American Piano Company was in the 


y, prior to leaving for Salt Lake. He had just been visit- 


ing dealers in the San Joaquin Valley and in the Sacramento 


Valleys he had 


found members of the music trades quite optimistic regard- 


Valley and he said that everywhere in these 
ing the prospects for fall business. 


Recordo Has heels in Blue 


The Recordo division of the Q R S Music Company has 
prepared an attractive list of offerings for October, includ- 
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ing part 2 of Gershwin’s Rhapsody in Blue, played by Beryl 
Rubinstein. The first instalment of this number appeared 
second of the Mosaics from 
In this roll 
Italian 
Among 
Lucky in 


earlier. The series of Dinner 
selected pieces by Victor Herbert is also ready. 
Kiss Me Again, 


and I’m Falling in Love 


are included Love 


Street Song, 


Gypsy Song, 
with Some One. 
the popular numbers are Russian Lullaby, Love, 


Gorgeous, and Just a Memory. 


New Store for J. L. Hudson Co. 
Work on the ne 
Detroit, Mich., 


announcement 


w addition of the J. L. 
started 
from 


Hudson Company, 
will be according to a 
The 
Newcomb & 
Endicott department store building, which will be demolished 


very shc rtly 5 


recent officials of the company. 


location is at present occupied by the old 
When alterations and 


tinally completed the J. L. 


to make place for the new structure. 
constructions are Hudson depart- 
the largest in the country, being a 
block. 


will be incorporated in the main 
store building when the addition is finally 


ment store will be one of 


sixteen story building occupying a square The piano 


division, it is expected, 


completed. 
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Always Specify 
The Nationally Advertised 


STANDARD 
PLAYER 
ACTION 





Well Known Everywhere 





MADE BY 


STANDARD PNEUMATIC ACTION CO. 
638 West 52nd Street New York City 








ToS 
Sinai Steal tony 


PIANOS 


The only substantial improvements in piano- 
tone production made in forty years ere the 
result of Mehlin research. ese improve- 
ments ars embodied only in Mehlin Grands 
and Uprights—the highest development ever 
attained in the art and science of piano con- 
struction, 


PAUL G. MEHLIN & SONS 
Wareroom 
509 Fifth Avenue (near 42d st.) New York 
Office and Factory: West New York, N. J. 








LITTLE BEAUTY 


James & Holmstrom 





“Small Grand with a Big Tone’’ 


ARTISTIC 
. UPRIGHTS 
7 JAMES & HOLMSTROM PIANO CO. inc. 


MANUFACTURERS 


Factory, Alexander Ave. and 132d | 
Office, 37 W. 37th St.. NEW YOR 
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A Few Features 


Manufactured by the makers 
of Welte-Mignon [Licensee] 
reproducing actions and 
equipped with the same ac- 
centing device and pump as 
that famous mechanism (Ex- 
clusive) ~ Equipped with 
hollow duraluminum rods 
which give greater tensile 
strength and are lighter (Ex- 
clusive) ~ Serviced by 
Welte-Mignon [Licensee] men 
(Exclusive) ~ Brings out 
every bit of expression in any 
expression roll. 


ow 


me are many people who wouldn’t give two cents to hear the best 


pianist in the world— in fact, they wouldn’t spend their time listening 
to classical music if they were paid to—because they don’t need money 
and they don’t like “highbrow” music. 


These people are not necessarily ignoramuses—they simply like another 
type of music. They want to hear the latest popular music played in the 
latest way—they want to hear the sentimental ballads played sentimen- 
tally—and they want their old favorites like “Silver Threads Among the 
Gold” — “Annie Rooney” — “Old Black Joe” — things they know and 
understand. 


These people don’t need reproducing pianos. They do need—like—and 
buy Electric Expression pianos which will play their favorite music in their 
favorite way. Most of them have made their own money and will not 
stand being “high-hatted” into buying an instrument whose capabilities 
and cost exceed their needs and proposed expenditure. 


The lovers of popular music represent a real market which the dealer and 
manufacturer can ill afford to neglect. 


When selling or manufacturing Electric Expres- 

sion pianos choose the Auto DeLuxe Action of this 

type—it is being used with fine results by the 
majority of manufacturers—115 to be exact. 


AUTO PNEUMATIC ACTION COMPANY 


W. C. Heaton, President 


FIFTY-FIRST STREET AND TWELFTH AVENUE, NEW YORK CITY 








The NEW Incomparable 


original 


WELTE-MIGNON 


Reproducing piano 


with the entire mechanism in- 
stalled within the confines of a 
normal straight grand piano 
case, employing no drawer, no 
side-curtains, no distortion of 
the case, and still maintaining 
the artistic supremacy that 
has been conceded to _ the 
WELTE-MIGNON since its 


inception. 


WELTE-MIGNON CORPORATION 
695 Fifth Ave., New York 











PIANO 


A FAVORITE IN CULTURED 
AMERICAN HOMES FOR 
OVER SEVENTY YEARS 


Grands and Uprights in 
Regular and Period Case Designs 


Obtainable also with the 


AMPICO 


: HAINES BROS. 
| EAST ROCHESTER NEW YORK 


A.C. CHENEY PIANO ACTION 


COMPANY 











Manufacturers of the 
A. C, Cheney Piano Action 
A. C. Cheney Player Piano 
Billings Angle Rail Piano Action 





The complete Piano and Player line 
of Actions 





Factory, Castleton, N. Y. 


Starck 


GRAND and UPRIGHT PIANOS 
PLAYER and REPRODUCING PIANOS 


Write us for our Attractive Propositions 


0 A Starck Bian En. 


Executive Offices: Chicago, Illinois 
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Kurtzmann Fall Campaign 


Focussed on Companion Grand 

C. Kurtzmann & Co. of Buffalo, New York, have an- 
nounced that their fall campaign will focus on the new 
Kurtzmann Companion Grand. All of the copy written for 
the various advertisements stressed the fact that there is 
offered in this piano a high-grade instrument at moderate 
cost. 

The idea behind this is that many logical piano prospects 
have been frightened away from the piano dealer because 
they did not want to purchase an upright and thought that 
the price range of the grand piano started in a figure beyond 
In all of the illustrations featured with this 
“New Low 


their means. 
series of advertisements there appear the words 
Price.” 

“Progress,” states one of the Kurtzmann ads, “is marked 
by the making of better things at lower prices. Success 
comes in serving everyone. Forty years ago the piano was 
a luxury; today it belongs in every man’s home.” 

Another of the advertisements, under the caption, “Years 
Ahead in Both Value and Price,” reads: “How often have 
you wished you could find a truly high grade Baby Grand 
at the price of a good upright? Haven't you been waiting 
for just such a piano as the new Kurtzmann ‘Companion 
Grand,’ small enough to snuggle into your living room, priced 
to be easy on your income, but made in accordance with the 
highest ideals of the fine art of piano making ?” 

Together with the advertising material prepared by the 
Kurtzmann advertising division, it is suggested that the 
following letter be sent to prospective customers : 


Dear Madam, 

For years you have looked forward to possessing a really 
splendid Baby Grand and we know that you will be glad to 
hear that we have a new Kurtzmann Grand at the lowest 
grand price in Kurtzmann history. 

This new piano is known as the “Companion Grand” and 
is as fine an instrument as ever bore the time-honored name 
of Kurtzmann. The Companion Grand is just the piano to 
find a cozy place in your home, to bring new brilliance to 
your living room, to form a place of honor in your family 
life and to delight your friends as often as you ask them to 
your home. 

The Kurtzmann Companion Grand embodies all.those ex- 
cellent features which have made the Kurtzmann famous as 
“the Piano that endures.” It has that warm, human, singing 
tone so inseparable from all Kurtzmann pianos and it is 
built with that skill, patience and craftsmanship which 
makes every Kurtzmann a musical and artistic masterpiece. 

We trust you will give us the opportunity to demonstrate 
the new Companion Grand to you. In purchasing now you 
can obtain a most liberal allowance on your present piano or 
phonograph and we will be pleased to extend exceptionally 
convenient terms, so that you may enjoy this splendid piano 
at once and complete the investment by small amounts out of 
future income. 

Drop in the next time you are near our store and the Com- 
panion Grand will win your admiration the moment you see it. 

Yours very truly, 


The new Kurtzmann is of the true family line with the 
characteristic “singing” Kurtzmann tone, and the same care 


in case design and finishing. Its price is $775 at Buffalo. 





Sherman, Clay & Co. Stage 
Display of Rare Old Instruments 


Some old and rare instruments were on display for a week 
at the retail store of Sherman, Clay & Co., San Francisco, 
beginning September 22. The exhibit was held in a large 
and beautiful room on the fifth floor of the company’s retail 
building. 

The display of old instruments was inaugurated by a 
concert, given over KFRC on Wednesday, September 21st. 
Harald Pracht, retail piano sales manager for Sherman, 
Clay & Co. in San Francisco had arranged the program and 
gave an interesting talk over the radio, describing the instru- 
ments used. 

L. Fenster, assistant concert master of the San Francisco 
Symphony Orchestra played a Joseph Guarnerius violin of 
the vintage of 1741. The accompaniments to this instrument 
were played by Benjamin Moore on a Steinway grand piano, 
built and sold during the administration of Abraham Lincoln. 
Regarding this piano, Mr. Pracht said, in part: 

“It needs but a slight call upon the imagination, to visua- 
lize the family then possessing it, grouped about this grand 
old instrument, singing, as families did sing in those days, 
the ‘Battle Hymn of the Republic’, or ‘The Soldier's Fare- 
well’, and the other songs of the period when our country 
was torn by civil war. This fine old instrument was built 
by Henry Steinway, grandfather of the present head of the 
House of Steinway and is a contemporary to the Steinways 
‘I find your grand piano 
And Franz 


of which Richard Wagner wrote: 
of wondrous beauty. It is a noble work or art.’ 
Liszt, ‘The Steinway grand is a glorious masterpiece in 
power, sonority and singing quality, affording delight. even 
to my piano-weary fingers.” 

Another interesting feature of this unusual program was 
the playing of the old Steinway grand by Miss Evelyn Phelin 
in a two-piano arrangement of a march from Saint-Saens 
“Suite Algerienne”, the other piano being a Steinway Duo 
Art, playing a recording by Rudolf Ganz. 
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Is easy to sell at a profit 


ECAUSE it is a superior piano and 

an equally superior player—the one 
appealing to the musician, the other 
to the vast majority of average people 
who like music but cannot play. Its 
high merit is evidenced by many en- 
dorsements of famous musicians and 
royal personages. Its durability has been 
tested by long use in the Army and 
Navy. The Autopiano is the best selling 
player, and a prestige builder. 


THE AUTOPIANO COMPANY 
Cortzy Grsson, President 
629 West Fiftieth Street 

Mew York City 
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Mawalac 


The Permanent Lacquer Finish 
Jor Pianos and Fine Furniture 


Manufacturers: Upon request and 
without obligation an M. & W. 
Co. lacquer finishing expert will 
help you solve your finishing prob- 
lems. 


MAAS & WALDSTEIN COMPANY 
Established 1876 


45 John St., New York Plant Newark, N. J. 
Offices and Warehouses. 1115 W. Washington Blvd., 
1212 Venice Bivd., Los Angeles 


Chicago. 














Our Part in the 
Piano Industry Is 
Making Piano Plates--- 


Wickham Plates 


dodo 








WICKHAM UNITED INDUSTRIES 


Wickham Piano Plate Company, Springfield, Ohio 
Wickham Company of New Jersey, Matawan, N. J. 




















Philip W. Oetting & Son, Inc. 


213 East 19th Street, New York 


Sole Agents for 


WEICKERT 


Hammer and Damper Felts 











Grand and Upright Ham- 
mers Made of Weichert Felt 





Fine Action Bushing Cloths, etc. 
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PIANOS OF CHARACTER TODAY 


Character is what you are 
Reputation is what others think you are 
Reputation with Pianos is mostly a thing of the Past 


6 kane changes many things, and many a good old make of piano is a memory 

only. Some great genius made a wonderful piano fifty or seventy-five years 
ago and left behind him a reputation that perhaps has been exploited for a 
decade without his successors even remotely approaching the result of the 
master’s workmanship. 


wie Are the Masters of Piano Building Today? What Are the Character 
Pianos? Greater genius lives today than one hundred years ago—and 
greater opportunity for success. 


MEHLIN PIANOS 


A®E the Character Instruments of the Present Day. 


he possess 25 Individual and Essential Features and are Patented in the 

United States and Foreign Countries. Established in the United States in 
1853 by the Mehlins, Invented by the Mehlins, Built by the Mehlins and Owned 
by the Mehlins. 


THE IDEAL LEADER FOR THE INDEPENDENT DEALER. 





WRITE US FOR FULL PARTICULARS 


PAUL G. MEHLIN & SONS 


Show Rooms, 509 5th Ave. at 42d St., New York 





Main Office and Factories, West New York, New Jersey 


Five Consecutive Generations, Four Hundred Years of Persistent Ideal Endeavor in the Musical Arts 
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ACTIONS (PIANO) 


MACHINERY 


PIANO KEYS 





C. CHENEY PIANO ACTION COMPANY, makers 
e of the A. C. Cheney Piano Action, the greatest value 
for the money. Castleton, N. Y. 





ILLINGS ANGLE RAIL PIANO ACTION, the 
twentieth century piano action, manufactured by the 
A. C. Cheney Piano Action Company, Castleton, N. Y. 





OMSTOCK, CHENEY & CO,, 


hammers and key combinations. 


our specialty actions, 
Ivoryton, Conn. 





7 OSEGARTEN PIANO ACTION MFG. CO.—Upright 
Piano Actions. Established 1837. Nassau, Rens. Co., 
New York. ; 





TANDARD | established 1888. 


12 Osborn S 


ACT ION COMPANY, 
, Cambridge, Mass. 





WESSEL, NICKEL & GROSS, makers of one grade 
of action, the highest—the standard of the World. 


457 West 45th St., New York City. 





ACTIONS (PLAYER) 





A C. CHENEY PLAYER ACTION is guaranteed for 
«Ae five years. Factory, Castleton, N. Y. 





UTO PNEUMATIC 
of the famous DE 
Avenue and 5lst Street, 


ACTION COMPANY, makers 
LUXE PLAYER ACTION. 


12th New York City. 





ne PLAYER ACTION COMPANY, Schumann 
Converto Player Action can be placed in the smallest 
Rockford, Il. 


upright piano. Factory, 





PIANO PLAYER COMPANY, manufac- 
the widely known “Simplex” actions. 161 
Worcester, Mass. 


. IMPLEX 
turers of 
Summer St., 





S rANDARD PNEUMATIC ACTION COMPANY. 
Over 350,000 Standard Player Actions are now in 
use, giving satisfactory service. Standard Player Actions 
are built right. 638-652 West 52nd St., New York City. 





BASS STRINGS 





7 OCH 
Bass 

the leading 
Second Avenue, 


RUDOLPH C., manufacturer of the Reinwarth 
Strings, which speak for themselves. Used by 
houses for upward of sixty years. 386-388 
New York. 





U Vin PIANO STRING COMPANY, makers of 
Piano Stri ngs of Quality, distinguished for tone, tensile 
strength urability. 635 West 50th St., New York City. 


and d 








CAPSTAN SCREWS 





G W. MOORE, manufacturer of most of the capstan 
e screws used by the piano trade. 44 Farnsworth 


Street, Boston, Mass. 











CASES, WOOD PARTS AND CARVINGS 





is S<CKWOLDT, JULIUS, & CO., Manufacturers of 
Piano Backs, Sounding Boards, Bridges, Rib Stock, 
Dolgeville, N. Y. 


Traplevers and Hammer Mouldivgs. 





FELTS 





ge W. OETTING & SON, 
Weickert Hammer and Damper 
Rashing Cloths, etc., 213 East 19th Street, 


INC., sole agents for 
Felts. Fine Action 
New York. 


HITNEY, BAXTER D., & SON, Winchendon, Mass. 

Cabinet surfacers, veneer scraping machines, variety 
moulders. “Motor Driven Saw Bench” and “Horizontal Bit 
Mortiser.” 





MUSIC ROLLS 





NTERNATIONAL PLAYER ROLL COMPANY, 

INC., manufacturer of a quality popular priced roll— 
SQUARE CUT holes. Catalog includes latest Word Rolls 
and Standard Instrumental numbers. Also specialize in 
making to order foreign rolls for both domestic trade and 
export. 30 Main Street, Brooklyn, N. Y 





N EL-O-DEE MUSIC COMPANY, INC., New York, 
manufacturers of hand played popular and standard 
classics. Highest quality in arrangements and cuttings. 
Aeolian Hall, New York. 





66 DIANOSTYLE” THE 
without words. Pianostyle 
Bush Terminal No. 9, Brooklyn, 


POPULAR ROLL, with and 
Music Company, Inc., 
New York. 





Q R S MUSIC COMPANY, Player Music. Manufac- 
turers of Autograph Hand-Played Rolls. Executive 

Offices, 25 East Jackson Boulevard, Chicago, Ill. New York 

Offices, 135th Street and Walnut Avenue, New York. 





PIANO HAMMERS 


OMSTOCK, CHENEY & CO., manufacturers of piano 
keys, actions and hammers, ivory and composition- 
covered organ keys. Ivory keys a specialty. Ivoryton, Conn. 





IANO 
Mackin Piano Service Co., 
Moines, Iowa. 


KEYS RECOVERED. Ivorine, $8.00. Me- 
1721 Mondamin Ave., Des 





PLAYER ACCESSORIES 





RAND PLAYER ACCESSORIES COMPANY, man- 
ufacturers of the George P. Brand Mechanical Track- 
ing Device, transmissions and take-on spools. Westport, Conn. 








PLAYER LEATHERS 





Pst PHYR LEATHER, unsurpassed for tightness, liveli- 
ness and permanency. For use on pouches and repair- 
ing pneumatics. Julius Schmid, Inc., 423 West 55th Street, 
New York. 





RUBBER CLOTH AND LEATHERS 





leather for ac- 


RAFT, F. W., & SONS COMPANY, 
Kraft Ave., 


tions. Large makers of leather specialties. 
Bronxville, N. Y 





MPORT FELT COMPANY, 645 West 49th St. New 
York City. Manufacturers of high grade Hammers. 
Supply the largest Piano concerns in this country. 





CHMIDT COMPANY, DAVID H., manufacturers of 

the famous “David H. Schmidt” piano hammers. Busi- 
ness established 1856. David H. Schmidt hammers made of 
the finest domestic felt. Oldest exclusive piano making 
establishment in the trade. Poughkeepsie, N. Y. 


SCARFS, STOOLS AND BENCHES 





manufacturers of music roll and 
28th St. and Barnes 


DELL WORKS, 
talking machine record cabinets. 


Ave., Indianapolis, Ind. 





OVERTON CO., 


S. E. manufacturers of high-grade piano 
benches and wood specialties. 


South Haven, Mich. 








ILIM, VINCENT, manufacturer of Piano Hammers. 
Grand and player hammers a specialty. 27 years’ ex- 
perience. 213 East 19th St., New York. 





Ww. NICKEL & GROSS, manufacturers of 
hammers which are fully up to ‘the standard of the 
Wessell, Nickel & Gross piano actions. 457 West 45th St., 
New York City. 


SPECIALTIES FOR AUTOMATICS 





ONARCH TOOL MANUFACTURING COMPANY, 

manufacturers of Wall Boxes, Contact Boxes, Coin 
Slides, Drop Slots, Money Boxes, Reroll Machines, Pumps, 
and Pump Hardware. Special parts made to order. 122 
Opera Place, Cincinnati, Ohio. 





STAINS AND FILLERS 





PIANO PLATES 





«ce MERICAN PIANO PLATE COMPANY. Manu- 
facturers Machine molded Grand and Upright Piano 


plates. Racine, Wis.” 





Piano plates made by mod- 
Springfield, Ohio. 


AIRBANKS COMPANY. 
ern methods in an immense plant. 





ELLY COMPANY, THE O. S. Kelly Piano Plates 
Mean that Your Satisfaction is Guaranteed. Spring- 
field, Ohio. 





HE WICKHAM COMPANY OF NEW JERSEY. 
Piano Plate making exclusively. Write for booklet. 
Matawan, N. J 





PIANO PLATE COMPANY, THE. 
of the Celebrated “QUALITY 
Correspondence invited. Spring- 


ICKHAM 

Manufacturers 
FIRST” Piano Plates. 
field, Ohio. 


EHLEN, H., & BRO., 10-12 Christopher St., New York. 
Stains, Fillers, French Varnishes, Brushes, Shellacs, 
Cheese Cloths, Chamois, Wood Cement, Polishing Oils. 





RIDGEPORT WOOD FINISHING COMPANY, 
stains and fillers (David E. Breinig, President), New 
Milford, Conn. 





VARNISHES 





EYSTONE VARNISH COMPANY. We can supply 
what you want when you want it. 71 Otsego St., 
Brooklyn, N. Y 





AWRENCE-McFADDEN COMPANY. Stains and 
varnishes that satisfy. 1400 Frankford Ave. Phila- 


delphia. 





Makes specialty of high- 


ILLEY, C. L., veneers. 
Immense plant 


grade veneers for the piano trade. 
and yards along Chicago River, Chicago, UL 
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Philpitt Branch Managers 
Enjoy Novel Conference 


The S. Ernest Philpitt & Sons organization in Florida 
recently held its semi-annual conference of branch managers 
in a way that showed that business and pleasure can some- 
times be very profitably combined. It has been the custom of 
that corporation for the past three years to hold 
annual conference of store managers in Miami. In the past 
the arrivals usually adjourned to some hotel, where they 
locked themselves up for the duration of the conference. 


semi 


several man- 
were taken 
likewise a fishing 


This year, instead, upon the arrival of the 
agers, instead of being carted to the hotel, 
to the docks, where a cruising houseboat, 


they 


cruiser had been engaged. The houseboat the head- 


quarters for three days, while the cruiser took seven mem- 


was 


bers of the party for a deep sea fishing trip on Sunday. 
Two days of solid conference work were put in in addition 
to fishing, swimming, and other forms of entertainment. 
The program was a complete surprise to everyone. It was 
an innovation, and to several members of the party a new 
addition to the features, the 


was voted one of the 


experience. In pleasurable 


occasion most profitable ever held, 
as the business sessions continued absolutely without interrup 
tions or interferences. 

returned to Miami late evening, 
after which four members were taken upon a 900 mile trip 


where Mr. Tucker 


The men were Tuesday 
by motor, winding up at Asheville, N. C., 
took his train returning to Washington. 
each of the was furn 


During the conference managers 


ished with a complete store manual in loose leaf binder form 
containing therein a complete program of the various meet- 
ings, copies of papers to be read, as well as a letter of wel 
Mayor of Mayor of Miami 
Seach. Upon the close of the conference each member was 


come from the Miami and the 


permitted to take this manual back to his respective store, 
and as a result during the last evening or two in all of thes« 
meetings of the local 


letter, the 


stores these managers are holding 


organizations re-enacting the conference to the 


high points of the various discussions, by having these bind 
ers of the complete proceedings before them, 


In order to prepare these binders, 


which other- 
wise might have been lost. 
it was necessary to type over 450 pages of material. 


Incidentally there was a salon deck covering the entire 


upper deck, being open on all four sides of the boat. This 
for ten members of the party to sit 


provided ample room 


surroundings and sea_ breeze, 


There 


with comfort in agreeable 
were tour 
first deck, 


also a large dining room so that all the party could eat at 


and this is where we held our sessions. 


state rooms with accommodations for ten on the 
one time. A good large galley. 

were: S. Ernest 
Philpitt & 
Bryan, 
How- 


Miami; 


Among those present at the conference 
Philpitt, president and treasurer of S. Ernest 
Marshall S. Philpitt, 
secretary ; and the following branch store managers: 
Jacksonville; Roy H. Creager, 
Orlando; J. W. Harwood, West Palm Beach; 
Petersburg; Marshall S. Philpitt, Miami 
Putnam, and S. Dallas Tucker, 


Sons ; vice-president; R. C. 
ard E. Crawford, 
V. W. Elliott, 
Edwin Martin, St 
Seach; Charles R. 
Washington. 


Tampa, 


R. P. Elliot Joins Organ 
Division of Aeolian Co. 


for the Aeolian Company, the 


Pier Elliot as manager of the 


H. Alfring announces, 
appointment of Mr. 
church and 
Frank 
Organ Department. The large demand for Aeolian organs 
according to Mr. Alfring, 
of a special division for church and concert organs, 
will be under the direction of Mr. Elliot. 

Mr. Elliot is particularly well fitted for this work since 
he is well acquainted with the church and concert field. 
He started at seventeen with the Farrand & Votey 
Detroit. He helped finish the first Aeolian organ 
at the original store, 18 West 23rd Street, 
in the Farrand & Votey factory. He ‘was subsequently the 
founder and vice-president of the Austin Organ Company 
founder and president of the Kinetic En- 
gineering Company, president of the 
Company, general manager of the W. W. Kimball Company 
organ for eight two 
eastern manager and vice-president and general manager of 
the Welte Organ Company. 

The Aeolian Company has in the past largely specialized 
in the building of Residence Organs, but as is not generally 
known, a very large proportion of the fifteen hundred 


Robert 
concert organ activities of its organ business. 
Taft continues as managing director of the Aeolian 


has resulted in the establishment 


which 


Organ 
Company, 
which was built 


for seven years; 
Hope-Jones Organ 
business following 


years, years as 


more Organs, which they have placed in homes of distinc 
tion all three and four 
manual instruments, which would have been suitable in their 
tonal variety and power to the churches and 
cathedrals. 

In 1896 the Aeolian Company purchased control of the 
Votey Organ Company, itself the successor in interest of 
the famous Roosevelt Pipe Organ. With the application of 
the Aeolian roll-playing principle to the instrument, the 


over the world, have been large 


largest 
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Pipe Organ became available for private residences. Its 


scope was enlarged to include orchestral as well as organ 
music and its tones modified and refined to meet the require- 
ments of comparatively small spaces. 

Duo-Art 


best known residences here 


Today Aeolian Pipe Organs are to be found 


in many of the and in Europe 


They are no longer regarded as suitable only for large 


mansions, but are being installed in numerous homes of 


modest size. 
The addition several years ago of the Duo-Art principle, 
actual performances of leading 


by means of which the 


organists could be produced with absolute fidelity of detail, 
gave its acceptance additional stimulus. 

Arthur J. with Mr. Elliot in the 
Welte Company, his chief assistant. Mr. 


is a Columbia man with practical organ experience and has 


Thompson, associated 


will be Thompson 


spent considerable time in France and England in intimate 
association with leading organists and with the Willis firm. 


Sherman, Clay & Co. Add 
Columbia and Brunswick Lines 
Clay & Co., 


branches are supplementing the Victor line with the 


Sherman, throughout their Coast stores and 
Bruns- 
wick line of Panatropes and records and the Columbia line 
of Viva-tonal machines and records. 

Announcement to this effect was made on September 22 
by L. W. Sturdevent, Clay & Co.’s 


phonograph and radio departments. A two-page advertise 


manager of Sherman, 
daily press on September 23rd, an- 
Clay & Co. 
3runswick Panatrope and Panatrope-Radiola” and 


ment appeared in the 


nouncing that Sherman, “presents the new 1928 
S¢ ries of 
“Brunswick 
House.” Both pages 
goods. A little 
later announcements of the same type will appear regarding 
Clay & Co. 
Mr. Sturdevent’s announcement in full 


opposite sheet was the announcement: 


Music 
were devoted to descriptions of Brunswick 


on the 


Panatrope welcomes a great 


the Columbia and Sherman, 
follows: 


“Our various retail stores are showing a remarkable 


over last year in the sale of Radio Sets and Com 


Talking 


better class of 


increase 


bination Radio and Machines. The demand appar- 


ently is for the radio-receiving sets, particu 
larly those equipped to work direct from the lighting power. 
We attribute 
to the e public 
phonographs ay cals sets. We 


with the 


the demand for the better class of instruments 


fact that tl is demanding tone quality both in 


have supplemented the 


Victor line Brunswick line of Panatropes and 


records and the Columbia line of Viva-tonal machines and 


records.” 


E. H. Vogel with Kohler Industries 
E. H 
he will engage in 
prior to his connection with the Welte-Mignon Corp. and the 
Piano Co., Mr. Vogel 
Industries. Mr. 


Vogel has returned to the Kohler Industries where 


sales promotional work. For five years 


Estey was advertising manager for 


the Kohler Vogel is an experienced piano 


man and his record in the past is one that might well be 


envied. He record in his 


new sphere of activities in the Kohler Industries. 


is expected to continue this fine 
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North Carolina Dealers 
Discuss State Tax Problems 


North Carolina Music Mer 
Association was held on Monday and Tue Sep 


The annual meeting of the 
chants 
tember 26 and 27. 


sday, 
The chief business of the convention was 
the discussion of the tax situation. The N dealers 
paying, 


taxes on pianos, 


music 


are now in addition to the ad valorem tax, licens« 


phonographs, radios, etc. Under the pres 


ent law counties and cities are permitted to ch 
In the 


- Same 


taxes as the state. opinion of the music industries 


of that state, this double taxation represents a considerable 


burden. 
41 


Another matter of vital interest that was taken up at the 


business sessions was the consideration of ways and means 
of effecting a change in public sentiment toward the musi 
dealer. In many ways the music dealer is looked upon as a 
public convenience for loans of instruments and soliciting of 
advertisements. 

Among the speakers at the convention were Mayor FE. E 
Culbreth, -s 
Charlotte, N 


of Salisbury, 


D. Gore, of the Duff-Gore Musical Corporation, 
C.; J. R. Maynard, of the Maynard Music Co 
N.C.; C. H. Stephenson, of the C. H 
son Music Co, of 


stepnen 
>} r 
Roberts, 


Merchants, 


was unable 


Raleigh, N. C., and others. C. J 
National Music 
was scheduled for a speech but unfortunately 
attend. 


The report of the secretary showed that five new members 


president of the Association of 


had been secured since rendering his report last year. The 
elected as follows: 

President, S. Andrews, 
Charlotte; first vice-president, C. H 
Stephenson Music ( 
Murray, W. R. 
Gardner, S. W. 
H. A. Dunham, 
tors: C. W. 
Maynard, 


officers were 


Chas. Andrews Music Store, 
Stephenson, Sr., ( 
»., Raleigh; 
Murray & Co., Durham; 
Music Co., 
Music 


Parker-Gardner Co., 


second vice-president, V\ 
secretary, S 
Gastonia ; 


Gardner treasurer, 


Dunham’s 


1 
} 


House, As — direc 
‘ 
I 


Parker, J. R 


bowen, 


lar 
Music Co., 
Winston-Salem; J. S 
Fayetteville 


Maynard Salisbury ; Jesse G. 


Bowen Co., McF 


Music Co., 


Jesse G. 


McFadyen 


adye n, 


Three Association Meetings in October 
scheduled for the month 


Associa 


association meetings aré 
being the Wisconsin Music 

Music Merchants” Association and_ the 
Merchants Association. The Wisconsin 
Milwaukee on October 4 and 5, with the 
Hotel as 
meeting will be 
October 10 and 11. The 
Palmer House in Chicago, 


Three 
of October, Merchants 
tion, the Illinois 


Indiana Music deal 


ers will meet in 


Plankinton headquarters. The Indiana dealers’ 
held in the Athletic Club in 
Illinois dealers will 


October 12 and 1 


1apolis, 


meet at the 


New Heine Branch in Berkeley 

The Heine 
2501 
leading line, 
s A. W. Angel, 


store in San Jose, Cal. 


Piano Co. has opened a new branch sto 


Telegraph Avenue, Berkeley, Cal. Pianos are 
as at the San Francisco store. The manager 


formerly connected with the Kohler & Chase 





Wurlitzer Grand Bought By Japanese Fraternity 


A prominent Japanese organization in Honolulu, 
from The 


Hawaii, 
Thayer Piano Company Wurlitzer representatiy es in that City. 
to Japan to be presented to the presiding officers of the 


recently purchased a Wurlitzer Grand Pian 
This instrument was shipped 


fraternity in the motherland. The H mnolulu 


organization furnished the pieces of Japanese art for the background of this pleasing window setting 
In the front right hand corner is a brazier which contains the smoldering charcoal ashes of three centuries 


ago. 


The gorgeous gold screen at rear of piano is an unusually handsome piece of craftsmanship. The 


window attracted no small amount of attention from those in Honolulu who are connoisseurs of this 


particular type of art. 
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The oldest and most distinguished of all 
pianos made in America. 


Factories Boston, U. S. A 


Wessell, Nickel 
—& Gross— 


MANUFACTURERS OF 


PIANO ACTIONS 


Standard of the World! 


455, 457, 499 and 461 West 45th Street 
636 and 638 Tenth Avenue and 
452, 454, 456 and 458 West 46th 
OFFICE: 457 West 45th Street 


NEW’ YORK 


Street 








The 


Bauer Piano 
of Today 


a ly 
nally oa structurally 


devel ped principles of 


marvelous Instrument 

lling power is not the least i rtant feature. 
JULIUS cere & CO. 

1335 ‘panasie Street 

B.as 


Factory, 
Chicago, U. 























UPRIGHT PIANOS PLAYER PIANOS 


BRINKERHOFF INSTRUMENTS 
OFFER BETTER QUALITY 


BRINKERHOFF 


PIANO COMPANY 
711 MILWAUKEE AVE. 
CHICAGO 


GRAND PIANOS —— REPRODUCING GRANDS 
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New Henry F. Miller Grand 
Announced by Continental 


The Continental Piano Company, Boston, has announced 
a new Henry F. Miller grand, 5 feet 2 inches long. In the 
preliminary announcement the company states that the pro- 
duction of the Henry F. Miller in this size covers a field in 
which considerable demand 


already has manifested itself. 


“The new size and the new scale,” states the notice, “will 


give an appreciable refinement of tone and increase in volume 
due to the lengthening of the strings and the increased area 
of the 


sounding board. The design of this new grand is 














The New Henry F. Miller Grand 


typical of the graceful lines of the other grands and it will 
make Miller line.” 

No name as yet has been selected for the new piano The 
Continental 


an important addition to the Henry F. 


officials state that they are leaving the choice of 


a suitable name to their dealers. Selection will be made 


from suggestions sent to the general offices of the company 


at 200 Dartmouth street, Boston. 


Indiana Dealers Announce 
Tentative Convention Program 


The tentative program for the second annual convention 
of the Indiana Association of Music Merchants, which is to 
be held in Indianapolis on October 10 and 11, shows that 
a good deal of thought has been used in selecting the subjects 
for discussion at that time. The usual convention “war 


horses” are lacking, while problems of real and genuine 
interest have been substituted. 

On Monday, October 10, 
lunch, there will be three subjects taken up for discussion, 
Instal- 
Interest 


appointment 


following the registration and 


How to Interest Young Men in the Music Business, 


ment Selling Today, and Carrying Charge vs. 


Charge. Following this there will also be the 
of the resolutions and nominating committees. 
morning four subjects will be 
Dealer to Sell More Pianos, 
Instruction and Demonstration, Music in the Public Schools, 
After a 
luncheon, the afternoon session will be devoted to talks on 
Profitable Advertising, The Talking Machines as 
in Community Service, How to Sell Radio in a Music Store, 


On Tuesday taken up, 


Helping the Group Piano 


and Developing School Bands and Orchestras. 


a Factor 


including the 
The annual banquet 


and the closing business of the convention, 
election of officers for the coming term. 
will be held on Tuesday night. 


Portland Dealers Consider Contest Plan 


At a meeting of the Oregon Music Club Association, held 
at Portland, plans were discussed for holding a series of 
piano playing contests in various centers in the Pacific North- 
west. The meeting was a special one, convened by President 
S. F. Johnson, for the purpose of conferring with Shirley 
Walker, of Sherman-Clay & Co. of San Francisco, on this 

No decision was taken at this meeting, but the 
was tabled to be brought up at the next regular 
of the 


matter. 
matter 
meeting association. 


New Building for Wolfe Music Co. 


\ ten year lease has been filed by the Wolfe Music 
Company of Prospect Avenue, Cleveland, on a new building 
now in the course of erection at Euclid Avenue and East 
22nd street. The building will be of modern construction 
and three stories in height, and will be occupied in its entirety 
by the music concern. 
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A line that predominates for ex 
cellent tone and beautiful appear- 
ance. Favorably known amon 
dealers for its wide variety o' 
styles and their top-notch quality. 


Kohler & Campbell, Inc. 


Hersert Simpson, President 
lith Avenue and 60th Street 
New York City 
1222 Kimball Building, Chicago 
460 Phelan Building, San Francisco 
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The Original Small Piano 


Made and marketed by specialists 
pianos. Valuable territory still open. 
for our effective sales plan. 


MIESSNER 


THE LITTLE PIANO WITH THE BIG TONE 
MIESSNER PIANO COMPANY 
134 Reed Street Milwaukee, Wis. 


in small 
Write 











PERKINS 
PROVED 
PRODUCTS 


The vegetable veneer glues of su- 
perior quality for use in gluing all 
kinds of veneer work. - 

These glues are always uniform and 
consequently you are always assured 
of satisfactory results in your finished 
products. 


Perkins Proved Products 


PERKINS 183 
PERKINS BENT -TITE 
PERKINS MANOKA 

PERKINS A. A. 
PERKINS Q. Q. 
PERKINS CORE FILLER 
PERKINS QUICK REPAIR 


Perkins Glue Company 


Factory and General Office 
Lansdale, Pennsylvania 
Sales Office 
South Bend, Indiana 
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Willis & Co., Ltd., Move Into 
Beautiful New Building 


Willis & Co., Ltd., Montreal, Canada, who are the sole 
Canadian distributors for the Knabe, Chickering, and Ampico 
lines, formally opened its new building on September19. The 
dedicatory exercises began at noon on the nineteeth and ex- 
tended over to the twenty-first. 

The new headquarters, the fourth building which the Willis 
concern has occupied in Montreal, is an eight story edifice 
located at the corner of Sainte Catherine street West and 
Drummond The first floor is given over entirely 
This together with the mezzanine 

The mezzanine is used for offices, 


street. 
to exhibition purposes. 
is finished in Adam style. 
as also is the second floor. 

There is a fairly large concert hall on the third floor, with 
The 
fourth floor is a continuous series of exhibit rooms divided 
The fifth 
which are rented to various musical bureaus, artist and con- 
cert On the seventh and eighth floor are 
located workshops for the renovating and repair of pianos 


a smaller hall also provided for more intimate concerts. 


by rolling doors. and sixth stories are offices 


managers, etc. 
and organs. 

The business of Willis & Co., Ltd., was founded in 1871. 
The business was then housed in a two story edifice at the 
corner of what is now Saint Pierre and Notre Dame streets. 
The location was a historic one for it was in this building 
that General Montgomery made his headquarters during the 
winter of 1775. The business of the firm grew steadily not 
only in Montreal but throughout Canada. Today the firm 
of Willis & Co., Ltd., represents a chain of large modern 








The First Willis Store—1871 


establishments located in the principal cities of Canada. The 
head office is as stated, in Montreal in the magnificent build- 
ing pictured on this page. Other branches are located in 
Ottawa, Halifax, Victoria, 
St. Catharines, and many others. 


Quebec, Calgary, Vancouver, 
The Willis concern deals 
entirely in pianos in all of its stores. 

The Montreal newspapers gave an extensive history of the 
Willis concern on this occasion. One of the items of more 
than ordinary interest was a brief biography of A. P. Willis, 
founder and present head of Willis & Co., Ltd. Mr. Willis, 
states this article, started his career as a school teacher. 
Then the article continues : 

“After six years in the teaching profession, Mr. Willis’ 
more of the world. When he 
came to Montreal the population was 150,000. 


“The rental of his first store in Notre Dame street was 


greatest wish was to see 


$500 a year, and after eight years, the business having 
flourished in the meantime, he sought larger quarters and 
his next establishment was situated on Notre Dame street, 
also, then the leading thoroughfare in Montreal. The rent 
there was $1,200 a year. 

“This expansion was not confined to Montreal. Through- 
out the countryside the progressive young merchant was 
given a worthy reputation. He agreed to sell pianos for 
prominent Canadian manufacturers. He took an agency of 
world-wide renown, representing the Knabe pianoforte. 
Later, as the agent for the Knabe piano and various 
Canadian lines, he developed his trade throughout the Mari- 
time provinees. One of the finest stores in Halifax has 


long been owned and operated by his brother, the late J. F. 
Willis, and his son J. F. Willis, Jr. 

“As the reputation of the Willis enterprise spread through- 
out the country Mr. Willis was named sole Canadian repre- 
Knabe and later for the 


sentive for the pianoforte, 








The New Willis Building 


T he 
includes branches and direct agencies from Prince 
Island to Island. 

Vancouver, 


Chickering pianoforte and the Ampico. business now 


Edward 


Vancouver Ottawa, Toronto, London, 


Winnipeg, Calgary, and Victoria are centers 








41 
seven acres of ground. In normal conditions about 250 men 
are employed at this place. The capacity of the factory 1s 
more than 4,000 pianos a year.” 

Among the distinguished visitors at the 
new Willis store 
Knabe & Co., C. 
& Sons, and J. J. Davin, representing the promotion division 


opening of the 
Wm 


S. Onderdonk, vice-president of Chickering 


> 


were R. K. Paynter, president of 


of the Ampico Corporation. 


At the banquet which marked the close of the 
few brief re 


opening 
celebration, Mr. Paynter was called on for a 
marks. He 
of the Willis institution, which was the remarkable fidelity 


commented upon one of the unique features 


of the employees. This, he observed, has in some cases been 
carried through three generations, fathers, sons and grand 
sons, successively serving the Willis institution. He said 
that he knew of no similar case in the piano business of the 
United States, with the exception of the Knabe organization. 
Speaking of the cheerful outlook for the future of the piano 
business, Mr. Paynter said, “The future of the music indus 
tries rests with the children, and more and more are they 
demonstrating an interest in music both at home and in the 
public schools, not only as a means of amusement but as an 
The piano remains the best 
And, I might point out, 


essential medium of education. 
instrument for musical education. 
the Ampico reenacting piano serves today ds a remarkable 
medium of musical instruction. There can be heard through 
it the greatest pianists and composers interpreting the most 
beautiful and diversified of classical and popular selections 
These interpretations in themselves constitute true lessons in 
execution.” 


Knabe Agency for Steger & Sons 


An announcement of considerable importance was given 
out recently by the American Piano Company to the effect 
that the Steger & Sons Piano Manufacturing Co. had been 
appointed Chicago representatives of the Knabe-Ampico and 
J. C. Fischer lines. 
located at 300 N. 


first of October and the 


The Knabe-Ampico studios, which are 
closed 


stock will be taken over 


Michigan Boulevard, are to be 
about the 
will be dis- 
at Wabash 
third floor of the 


by the local Steger store. Both of these lines 
played on the main floor of the Steger Building, 
Avenue and Jackson Boulevard, while the 


building will be given over to studios 


Joh ‘ z Cotter Died 


John L. of the liked 
figures in the piano industry, died recently in Boston after 
The 


cremated at the Mount Auburn Crematory where the funeral 


Cotter, one best known and best 


an illness lasting several months. remains were 


services were held and the ashes then shipped to Springfield, 
Ohio, for interment. Mr. Cotter’s first connection with the 
music industry was with the Estey Organ Co. at St. Louis. 








A View of the Main Showroom of Willis & Co., Ltd., Montreal, Can. 


where the larger stores and agencies of the Willis business 
are being operated. 

“A. P. Willis is also a successful manufacturer of pianos. 
About 25 years ago he established a factory at St. Therese, 
Quebec, on a plot of ground that has been added to three 


times since the founding of the establishment. It now covers 


He later went with the W. W. Kimball Co. in Chicago and 


in 1916 he joined the Hallet & Davis Co. in Boston as vice 


president. After some years with the Hallet & Davis con 


cern, Mr. Cotter opened a retail establishment at 120 Boyls 


ton street, Boston. He is survived by his widow and 


daughter, and several brothers and sisters. 
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Latest Improvements in Radio 
Demonstrated at Monster Show 


Development of All Electric, Shielded Sets Points New Sales 
Opportunities for the Piano Dealer 


The fall show of the radio industry held in Madison Square 
New York during the week of September 12-17 
was one the mos According to 


Garden in 


t impressive in history 


box office reports about a quarter of a million people at- 


tended d g the week, each day showing an increase in 


admissions until the final jam at the close of the exhibits. 


eral hundred exhibits of varying size and 


of them showing the latest models and 


exhibiting company. The major 


out by the 


ance were those which have long been awaited, 


electric set operated on the ordinary house 


current, fitted for interior antennae, and 


external, loop or 
ainst interference due to inductance. 
battling 


the maze of exhibits, and 


against the thronged the Garden from opening 
until late at night, was not conducive to a penetrative 


hole. There 


loud speakers operated indiscriminately 


was a glare of electric 
were manv exhibits that stood out from 
the excellence of the products shown, 
, of which the 


mind. Each tells its own story 


The All-American Radio Corporation 
All-Americat 


hassis in the three cabinet types put out by the com 


Radio Corporation displayed its new 
| I 


the Loraine model, which is of the high-boy type of 


\mericat 


Sovere , and the 
models hay 


All of 


wer installation 


furniture; the Forte 


first special six 


named 


horn installation these models are 


without the px There was 


the All 


single control 


American booth the new six tube 
chassis, demonstrated in 
models number 44, 55, 66, 77, 88, and 99. 

The Atwater-Kent Manufacturing Company 

q most impressive 


mode 1, the 


The Atwater-Kent exhibit was one of the 
e enti Snow Phe Atwater-Kent 


n tube receiver with antennae 


latest 
adjustment 
on at the exhibit, wn with the model 
the latest type cone receiver, at- 
remarkable acoustic 


the Atwater-Kent re 


visitors to 


OSSESSING 


comment by 


sets there were 


t 
ower unit and the special 


registered in the U. S 


The American Bosch Magneto Corp. 
‘ t nber f spe 1 Bosch attractions includ 
hted dial 
famous 
control 
sets in 
ie and 


liminators. 


omplete 
h special 
1 proof, 
1 induct 
artistic 
A mbotone 
with its 


uliar n 


Freed-Eiseman Radio Corporation 
I l iscmal rp I 1 ( mpletely shielded 
N R—66 
and with 


equipped 


Chas. Freshman Co. 
f the Chas an. displ 


Freshn 
shman Master, show! 
Fresh 


The new product of the 


1 Equaphaste 


onograph and electric radio 


also attracted much attention. 
ated on the house lighting circuit and the shift from phono- 
graph to radio operation is controlled by a single simple 


This set is completely oper- 


switch. Various Freshman accessories such as the Freshman 
power speaker, which has been designed to replace the last 
stage of audio amplification for improved tonal quality and 
the special Freshman B and C eliminators as well as the A, 
B and C power supply units were also shown. 


The Crosley Radio Corporation 

\ feature of the Crosley exhibit in addition to the regular 
line, was the new developments in the Crosley Musicones. 
The Crosley laboratories have devoted considerable time to 
experimenting on the Musicones and have developed a 
special wire coating as well as insulating material that will 
moisture This 


higher voltage and a consequent deeper resonance and power. 


A. H. Grebe & Company, Inc. 


In addition to the latest model Grebe Synchrophase, this 


not absorb under any conditions. gives a 


exhibit presented the latest product of the Grebe laboratories, 
the Grebe natural speaker. This loud speaker is beautifully 
constructed and presents an attractive appearance. It has 
been carefully designed to reproduce faithfully and 
naturally the faintest of overtones from deep bass to high 
without the element of 
Synchrophase 7 was shown in a demonstration set that re- 
vealed the deck that 


carries all the units of the set and the special Grebe devices 


very 


treble distortion The new Grebe 


inner mechanism with the aluminum 
such as the 5 variable condensers operating in unison, the 


binocular coils and the new colortone device. 


King Manufacturing Corp. 

The complete King line, including the Crusader, six tube 
shielded table dial 
Commander, also of the same type with the additional feature 
of the within the 
Chevalier six 
high-boy cabinet of beautifully figured walnut; the 
and the Viking 


Federal-Brandeis & Co. 
The Federal-Brandeis exhibit contained a complete line 
table 


completely model, single control ; the 


loop that may be enclosed cabinet ; the 


tube, shielded receiver, built in a beautiful 


Baronet 


of Kolster receivers in model and console housings 


The harmony of design between the receiving set and the 
special Kolster cone speaker, housed in an attractive maho 
gany cabinet, of Gothic type, was especially noticeable. The 
regular Kolster line now includes the models 6D, 7A, 7B, 
8A table models and 6G, 6H, 8B and &¢ 


The special A-B supply unit was also shown. 


console models 


Radio Corporation of America 
The new Radiola 16, six tube unit control, said to be the 
last word in selectivity, sensitivity, simplicity of operation 
and sturdiness of construction, was the feature of the RCA 
exhibit. It was shown with the latest development of the 
RCA loud speaker, model 100A. Radiolas in 


styles and housings were also shown. 


many other 


Sleeper Radio Manufacturing Corp. 

The Sleeper exhibit showed the progress that had _ been 
made in the receiving set manufacturing industry by demon 
strating a complete line of electrically operated sets. It was 
shown in 4 models, model 64, 66, 67 and 68, named respec- 
Scout, the Consolette, the 
The console models were especially attractive, 


tively the Scout-Console and 
the Imperial. 


resenting a dignified and impressive appearance. 
I g 


Stewart-Warner Speedometer Corp. 

The outstanding attraction in the Stewart-Warner exhibit 
was the de luxe console model 710, housed in a beautiful 
cabinet of walnut and of an early American period design. 
This set is up to date in every particular with the illuminated 
tuning dial, fully The 
same design was shown in the compact console model 520. 


shielded chassis, built-in producer. 


three table cabinets shown, being models 705, 
Incidentally it might be said that the Stewart- 
finished in gold and bronze, was 


There were 
525 and 300 
Warner cone model 425, 
one of the best of its type to be shown at the entire exhibit. 
Coincidental with its exhibit the Stewart-Warner Corp. an- 
nounced its complete line of matched-unit radio receivers, 
giving a description of the factory processes enabling the 


production of these various units, 


Stromberg-Carlson Telephone Mfg. Co. 
The Stromberg-Carlson exhibit showed *he AC art 
console radio phonograph combination and the other models 


new 
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of the regular receiving sets. All of the sets shown were 
of the totally shielded, electrically operated, equipped with 
The voltages A, B, and C are 
The radio 


the new audio power unit. 
supplied directly from the house lighting circuit. 
phonograph combination showed the new electric pick-up 
for reproducing records through the Stromberg audio unit, 
representing an advance about as forward as any that have 
All the cabinet work 
The new AC cone speaker, re- 


been brought on the market today. 
shown was special wood. 
markable for its acoustical accuracy and range, was also on 


display. 


Utah Radio Products Company 
One of the displays of particular interest to piano men 
was the Utah piano speaker, a special development of this 
company, to be attached to the sounding board of the piano, 
either upright or grand, utilizing the sounding board of the 
instrument for a loud speaker. The full resonance of the 
by this 


sounding board is utilized device. It can be in- 


stalled without injury to the piano. 


Acme Apparatus Company 
The chief items of interest in the Acme exhibit were the 
new Acme K-1A cone speaker. In fact that 
this is one of the earliest of its type, more new improve- 


An- 


spite of the 


ments have brought this product to a new standard. 
other new loud speaker, K3, was also shown 


Nathaniel Baldwin 
The Baldwin Company showed the new 99 loud speaker, 
in two types, the table model and the pedestal model. These 
two instruments are identical in tonal reproduction qualities 
and appearance. The pedestal type is enjoying great vogue 
just pow, due to the ease of transferring the speaker from 
one part of the room to another. 
The Burgess Battery Company 
The Burgess Company showed a complete line of A and 
B batteries in a complete assortment of sizes and shapes. 
The Burgess B battery by special taps and in connection 
with a power type, may be utilized to supply the C circuit. 
The National Carbon Company 
the well known 
types, B. In 
there was promulgated in the booth much literature on the 
the all-electric 


Eveready batteries on exhibit were of 


including the standard heavy duty addition 


advantage of battery operation as against 


installation, the basis of the argument being the constant 


yotential of the battery as against the fading sometimes 
l ) 


experienced in house phonage. 


Farrand Manufacturing Co. 

The Farrand oval speaker in the senior and junior models 
of the special wall speaker of the pedestal type were promi 
nent at the There two 
new models in the Farrand B battery eliminators. 


Farrand display were also shown 


The Electric Storage Battery Co. 
The latest development in the Exide battery is the new 
The 


unit of the 


AB radio power unit regular super B power 


Exide A 


super 


unit and the power regular line was 


also shown. 


Pathe Phonograph & Radio Corp. 
speaker, the Cathedral, 
This 


The showed a new cone 
which 
speaker is produced in gold or polychrome finish in various 


most attrac 


Pathe 


will be the 1928 feature of this company. 


distinctive designs and all in all was one of the 


tive looking loud speakers of the show 


The Pooley Company 


The Pooley Company, manufacturers of radio cabinets, 
showed a great variety of artistic cabinet designs in various 
periods: the Italian, the Studio, the Colonial and Chinese 
Chippendale. These were shown in many varieties of style 


and encasements. 
Timmons Radio Producing Corp. 


Timmons concert grand cone speaker figured 
It is beautifully finished and is 


The 
prominently in this display. 
There was only one model in the product, 


new 


elliptical in shape. 
but it can be adapted to the table or wall type without any 


additional equipment. 


Borkman Radio Corporation 
The Borkman Velvet 
radio speakers, brought out a new model, No. 18 in their 
This model has a 33-inch 


Company, manufacturers of the 
line, which is called the Cuniform. 
horn concealed within the cone which permits of considerable 
distortion. 


volume without 


Willard Storage Battery Co. 
The Willard much up to the modern 
trend in battery construction, displaying a super B unit and 
An interesting feature in the con- 


exhibit was very 
also an AB power unit. 
struction of the battery is that the B section of the power 
supply unit is identical with that of the regular unit produced 
by the company. The unit is equipped with a trickle charger 
with an automatic relay switch. 
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“They Say” Business Will be Good 


RITING about the _ that recession has gone the limit 
\) \) business future seems and a substantial seasonal re- 
to be a ticklish task. | covery will start at once. The 
After reading a Business Fore- | Brookmire Economic Service is 
cast the average man is liable to _— not so optimistic but apparently 
wonder what it is all about. In fears “no protracted recession.” 
some of them at least, every hope The Franklin Statistical Service 
for the better seems to be offset _ looks for “‘a recovery of business 
by a disturbing “if” as though _ this fall.” 
the writers feared being held re- 
sponsible for their readers’ pos- 
sible business errors based upon 
their Forecasts. ‘This fall, how- 
ever, So Many recognized statis- 
tical and advisory services are in 
agreement, that there can be no 
doubt that business betterment is And never before have there 
assured. been so many really beautiful 
pianos to tempt the buying 
According to the newspapers, public. The miniature grands 
the Harvard Economic Service and _ uprights, with brightly 
holds that “the outlook for busi- —_ colored cases, and the wide selec- 
ness is now generally favorable.” tion of period models in the 
Moody’s Investors’ Service ex- standard sizes now available, are 
pects the autumn trade to be contributing to the salability of 
“above the average” and believes _ pianos of quality. 
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From the foregoing, business 
optimism is apparently justified 
by the facts and the piano mer- 
chants can look forward to a fall 
and winter season holding great 
possibilities for piano sales. 
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Wickham Plates contribute to piano qual- 
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ity and their use by discriminating piano 
makers continues to increase. 


CY GK 
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WICKHAM UNITED INDUSTRIES 


WICKHAM PIANO PLATE COMPANY WICKHAM COMPANY OF NEW JERSEY 
Springfield, Ohio Matawan, N. J. 
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